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“American” Manila Rope is a 
fast mover. Why? Because care- 
ful selection of fibre, plus strict 
standards of manufacture result 
in a uniform, extra-strong, extra- 
dependable rope that gives extra 
service at ordinary prices. 


Join the ranks of the hundreds 
of dealers who have increased 
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their sales with “American’ 


Ropes. Nationwide system of 
distribution assures you of a con- 
venient source of supply for all 
your customers rope needs. Send 
your order for “American” Rope 
to your regular source of supply, 
or write to us for name of near- 


est distributor. 
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Net Paid Circulation This Issue 20,627 


“AMERICAN” 


MANILA ROPE 


AMCO ALL-WEATHER — Made of first- 
grade manila fibre, treated with a special rot and 
water-proofing solution which adds extra life. 
Ideal for hay carriers, hay loaders and general 
farm use. 


AMERICAN SUPERIOR — A first-quality 
“white” manila rope of exceptionally high tensile 
strength and durability. Exactingly manufactured 
and lubricated. An outstanding rope value. 
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Louvre at top permits up- 
ward flow of circulating 
heat to provide uniform 
room temperature. 


By means of a heat control 
damper, circulated heat can 
be directed directly out- 
ward through grill in front 


@ BOSS leads again with anew 
kerosene burning room heater 
which has two-way direction 
control. Equipped with famous 
Boss “Blu - Hot” adjustable 
wickless burners. Heats quickly 
and economically. Send for 
literature and prices—now. 
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The socer: catalog is 


chock full of sectional drawings 
showing just how Jacuzzi pumps 
are made and how they operate. 
Complete operating data and 
performance tables will convince 
you that Jacuzzi offers the great- 
est pump value on the market 
today. 


FREE Catalog — 


Jac 27) Sanam 


BROTHERS, INC., BERKELEY 


CALIFORNIA 





A QUALITY PRODUCT = HONESTLY REPRESENTED SINCE 1915 
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@ Dealers with a complete stock of MYERS Hay 
Unloading Tools are all set to make Harvest Time, 
FIG. Profit Time. They know that the haying season is 
1728 short. The Hay Unloading Tools their customers 
will need when the rush of harvesting is on must be 
on hand to meet their needs promptly—tomorrow or 
next week frequently won’t do. They know, too, 
that Myers long experience in the farm operating 
equipment field insures their customers of tried and 
proven Hay Tools that have everything required for 
fast, economical unloading service including ample 
capacity, ease of operation, speed, and last but not 
least, durability for dependable performance har- 
vest after harvest. 

You, too, can make Harvest Time Profit Time if 
you are ready with Myers Unloaders, Forks, Slings, 
Pulleys and Fixtures. And when you get deep into 
the harvest season you can rely on Myers for prompt, 
uninterrupted service for whatever emergency re- 
quirements the harvest may bring. 

If you haven’t already done so, check up on your 
Hay Tool needs, mail us your order, and put your- 
self in line to make Harvest Time, Profit Time. We 
have plentiful reserve stocks available now for 
prompt shipment. 
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THE F.E.MYERS & BRO. CO. 


ASHLAND. OHIO. 
PUMPS - WATER SYSTEMS: SPRAYERS: HAY TOOLS: DOOR HANGERS 
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Distinctive 
New Cabinet 
Model 





Model 420—, brand new 
Holds 100 Ibs. of 
Circulates and radiates heat. 


cabinet model. 
coal. 
Side doors open for quick warm 
ups. Automatic draft control. Retail 
price, only $89.95. 

Slightly higher in New England and western 
states. 

Patented Design and Construction 
principles. Employs most advanced 
heating principles ever applied to 
coal stoves. Coal feeds down of its 
own weight. No clinkers. Saves 
work, fuel, money. 


--eNMEVER ANOTHER HEATER LIKE IT! 


e@ Heats all day and night without refueling. 
Users need start a fire but once a year. 
@ The home is warm every morning regardless 


of weather. 


€ Semi-automatic, magazine feed. 


LOCKE 


WARM 


Loal Heater 





-Extensive Advertising and Sales Promotion 
Campaigns Planned to Capture Vast Market 


Over 14,000 dealers are now profiting from the tre- 


mendous demand for this new kind of heater. There’s 
no other heater in the world like it. It opens the door toa 
market consisting of more than 10,000,000 prospects who 
use coal stoves. All of them need Warm Morning Heaters. 
All are to be told about its amazing advantages with a pow- 
erful, nation-wide advertising campaign now being planned. 

Millions of advertising messages in newspapers, farm 
papers and trade journals are designed to blaze a trail to 
greater profits for you. They are to be backed up with 
broadsides, folders, counter cards, wall hangers, metal 
signs, sales manuals and a mat service for your own 
local advertising. 


$5,000.00 CONTEST FOR DEALERS 


In addition, we offer cash prizes amounting to $5,000.00 
to dealers. Get full details about this contest. Ask your 
distributor to tell you about our sensational promotional 


@ Large model holds 200 Ibs. of coal; smaller 
ones 100 Ibs. 

@ No clinkers—only fine ash. 

@ Burns any kind of coal, coke, briquets or 
wood. ‘ 


LOCKE STOVE COMPANY 


Dept. HA, 


MAY 29, 1941 


1012 Baltimore, Kansas City, Missouri (1-20) 
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Morning 





Now an 
Established 
Money- 

Maker 





Model 120A 


Holds 100 Ibs. of 
coal. Beautifully fin- 
ished. Automatic draft 
control. Retail price, 
only $49.95. 


Prices slightly higher in New 
England and western states 


Model 24A 


Holds 200 Ibs. of coal. 
Heats large areas as 
long as 48 hours with- 
out refueling. Idealfor 
large homes, schools, 
stores. Automatic 
draft control. Retail 
price, only $69.95. 

Prices slightly higher in New 
England and western states. 
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Patented 
Construction Principles 
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Whirh the tremendous upsurge in national 
prosperity, public demand is again swinging 
heavily toward the side of quality merchandise 
Display is all you need for a steady run on 
Nicholson files ...an attractively arranged 
assortment and a conspicuous location for it 
in the store. You provide the latter and we'll 
provide the former—the Nicholson or Black Dia- 
mond Display Unit. It's compact, takes up little 
space and is filled with an inviting array of the 
more popular-size Mill and Slim Taper (triangu- 
lar) files—all individually wrapped in transpar- ( 
ent Cellophane. Refills easily obtainable. 
WE RECOMMEND, for the average store, Unit 
No. 46, containing 46 assorted files. There is no 
charge for this display unit—you pay only for 
the files—and are assured of the regular mark- 
up. And, the TURNOVER will surprise you! Get 
your jobber to fix you up with a Nicholson or 
Black Diamond Display Unit at once. J 


NICHOLSON FILE CO., PROVIDENCE, R. |., U. S. A. 
(Also Canadien Plant, Port Hope, Ont.) 
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Let this Animated Dynamite explode 


















@ The TNT packed into 50 pounds of “‘regular dog’”’ can cause plenty 
trouble if it has no safe, natural outlet. 


Not only to work off surplus energy but to maintain normal 


health, a dog should be given his daily dozen and more—at the end j 
of a TENSO DOG RUNNER CHAIN. It’s far cheaper than a visit by 
the veterinary. i 


Show TENSO DOG RUNNER CHAIN to your customers. Remind 
them that a dog that’s worth his keep needs and deserves regular ex- 
ercise. Sales will follow as a matter of course. 







The snap on one end of the chain slides on the 
wire or cable. The snap on the other end fastens 
to the dog’s collar. Swivels on both snaps and in 
the center prevent twisting. 

TENSO DOG RUNNER CHAIN is made of Nos. 
4, 2, 1, 1/0, 2/0 Tenso chain in 10, 12 and 15 feet 
lengths. Bright, nickel-plated or galvanized finish. 

Ask your distributor’s salesman about this 
“‘easy-money-maker.”’ 













Sell “AMERICAN” when you sell chain 






AMERICAN CHAIN 
DIVISION 


YORK + PENNSYLVANIA 





CABLE COMPANY, Inc. 


ESSENTIAL PRODUCTS... AMERICAN CABLE Wire Rope, TRU-STOP Emergency Brakes, TRU-LAY Control Cables. AMERICAN Chain, 
WEED Tire Chains, ACCO Malleable tron Castings, CAMPBELL Cutting Machines, FORD Hoists and Trolleys, HAZARD Wire Rope, 

Yacht Rigging, Aircraft Control Cables, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
, READING-PRATT & CADY Valves, READING Electric Steel Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safety 
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Simplification :— 
At the recent Triple Mill Supply 


Convention, held in Chicago and 
reported at greater length else- 
where in this issue, there were 
several speakers currently asso- 
ciated with the Office of Produc- 
tion Management or graduates of 
that group—men from industry 
whose services were contributed to 
the Federal Government to aid in 
getting the National Defense Pro- 
gram under way. Out of the many 
vital, interesting and even star- 
tling things they said, both for- 
mally and “off the record,” one 
unanimous fact was prominent at 
all times. That is the great and 
crying need for simplification of 
sizes, types, widths, etc., of many 
items required for defense which 
may properly be classified as 
either industrial hardware or shelf 
hardware—items common to both 
wholesale and retail hardware 
stocks. When Herbert Hoover was 
Secretary of Commerce he led the 
way toward simplification in many 
fields and had the earnest support 
of most trade associations and 
business publications. In the hard- 
ware field 
made in this endeavor 
that Mr. Hoover once publicly 
stated that “the hardware industry 
is fortunate in having such good 
associations and trade papers to 
help in this work.” Since that 
time, however, many of the sim- 
plification reforms have been for- 
gotten and today our hardware 


great progress was 


so great 
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lines are again decidedly com- 
plex. Rivers Peterson, managing 
director of the National Retail 
Hardware Association, currently, 
and appropriately, observes in the 
official publication of that body 
that the need for simplification in 
hardware lines can be readily ap- 
preciated by looking at any job- 
bers’ catalog, and that the asso- 
ciation can profitably aid in such 
endeavor and will benefit from 
the reduced inventory investment 
that will follow such a plan. This 
is very sound counsel. A _ wide- 
spread association campaign 
among manufacturers and whole- 
salers to bring about simplifi- 
cation in hardware lines would be 
more practical at this time than 
association efforts to influence leg- 
islation, partly because many of 
these legislative efforts are futile 
due to lack of continued support, 
and also due to the fact that both 
state and federal law makers are 
currently overwhelmed with mat- 
ters pertaining to defense and to 
international problems, and have 








neither time nor inclination to 
dzbble in trade reform legislation. 
Apropos of the lack of support 
on the part of many retailers in the 
effort to obtain legislative action 
is a story that comes from Illinois. 


9 Out of 47:— 


A member of the Illinois legis- 
lature recently commented in de- 
bate approximately as follows: 
“Retailers don’t mean a thing to 
me, nor to you. All the protests 
regarding this bill and the support 
for some other bill said to be re- 
tail trade protest or support are 
primarily the expressions of pro- 
fessional association secretaries, 
whose membership is not repre- 
sentative in any respect nor does 
their known membership majority 
opinion necessarily govern the 
protest or support. In my own 
district only nine out of 47 re- 
tailers eligible to vote actually took 
the trouble to even register for the 
recent primaries.” I never had the 
privilege of meeting this Illinois 
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legislator, but | do hold a high 
regard for his honesty and ac- 
curacy in stating a deplorable 
situation which is too often a 
proper indictment against retail- 
ers—both as individuals and in 
their 
Local meetings or convention reso- 


several organized bodies. 
lutions for or against specific leg- 
islation do not add up to very 
much. Even if a certain state re- 
tail hardware association did have 
a membership reasonably repre- 
sentative of the existing hardware 
dealers in that state, and an ac- 
ceptable percentage of the mem- 
bership did actually attend the 
annual convention, the generally 
recognized fact regarding resolu- 
tions is that they are usually of- 
fered and passed without comment 
at the final session which seldom 
enjoys more ‘than a relatively small 
attendance, a mere  corporal’s 
guard in fact.. The resolutions are 
usually passed in bulk. They in- 
clude thanks to the secretary, the 
retiring officers, the hotel man- 
agement, the local jobbers who 
have furnished entertainment, the 
speakers, the exhibitors who have 
financed the convention (and per- 
haps the association for another 
year) and also the support or op- 
position to pending or proposed 
state and federal legislation af- 
fecting independent retailers, plus 
some declaration on trade evils. 


Money or Votes:— 


There are, of course, some no- 
table exceptions to these general 
criticisms, but they are not nu- 
merous. There are local and state 
groups of hardware men who have 
jointly sponsored successful legis- 
lation or have helped defeat ob- 
jectionable bills, but if the com- 
plete list were available it would 
not take much space to tell about 
it. After all, politics is a practical 
calling, a most practical one, in 
fact. There are only two things 
an individual or a group can offer 
a public office either 
money toward his election cam- 


holder 


paign fund or voting support at 
the polls. Both are potent factors 
when it comes time to ask sup- 
port or opposition on some pro- 
posed legislation. Without either 
the “peoples’ representative” gives 
the cold shoulder and icy stare. 
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Pursuing a normal and under- 
standable human emotion, with 
the frills removed, public office 
holders, like all business men, sup- 
port the institutions, individuals 
and groups they know to be re- 
ciprocal—and_ when an_ official 
finds that only nine out of 47 
dealers even registered to vote in 
a primary he quickly realizes he 
hasn’t much to fear or hope from 
this group, even if the support is 
100 per cent. And mere resolu- 
tions from interested trade bodies 
never get bills passed nor defeated. 


Can Legislation 
Help?— 


Sometimes I wonder why or- 
ganized hardware groups so zeal- 
ously “resolve” regarding chain 
store tax legislation. You never 
could put a high enough tax on 
chain stores to really hurt them 
and make the law stick. And if you 
could, would that automatically 
drive consumers to independently 
owned stores? I don’t think so. If 
we could get a law passed that 
made it illegal to buy goods in 
chain stores or for manufacturers 
to sell them we might be getting 
legislative 
short of that is mere 

and most association 


somewhere, but any 
program 
“hooey” 


officials in all retail trade groups 
know it. 


Curb on Installment 
Sales:— 


The Federal Reserve Board is 
expected to sponsor federal legis- 
lation that would definitely curb 
wildcat installment selling. provid- 
ing support for the idea comes 
from the President and Price Ad- 
ministrator, Leon Henderson. The 
Board would seek powers to de- 
termine down payments and length 
of time over which installments 
could be paid. Basically, the idea 
seems to be to insist upon (1) 
more than one-third of the total 
price as a down payment: (2) a 
maximum paying period of one 
vear. With these two conditions 
hardware dealers can _ heartily 
agree. If this proposition is suc- 
cessfully promoted the entire struc- 
ture of time payment selling would 
be on a more satisfactory basis 


and more hardware stores could 
participate profitably in this form 
of merchandising. It has long 
been evident that some form of 
installment payment service is re- 
quired in order to build up any 
appreciable volume on the sale of 
major items. The public, be it a 
good plan or not, has been thor- 
oughly sold on and educated to 
expect such convenience when 
buying an electric refrigerator, 
oil burner, radio, washer, ironer, 
etc., and the dealer who does not 
provide such facilities has found 
his sales opportunities restricted. 
In recent years all kinds of out- 
lets have sold terms instead 
of merchandise. A curb on the 
reckless financing of major item 
purchases would be a sound eco- 
nomic advantage to many hard- 
ware dealers and would enable 
them to compete completely on a 
sound basis. If this plan starts 
making real progress and heads 
toward Congress for attention, the 
idea should have universal sup- 
port from hardware wholesalers 
and retailers—articulate support— 
for this would really be helpful 
legislation that would merit wide- 
spread organized support. Eco- 
nomically sound and neither puni- 
tive nor discriminatory, such a 
law could probably stand the acid 
test of constitutionality which is 
more than can probably be said 
for some chain store tax efforts. 


Buy Toys Now!— 
The big New York Toy Fair 


was held three weeks earlier than 
usual so that wholesalers would 
place their orders ahead of the 
customary time. By the same 
token, retailers who desire to en- 
joy a full share of the Christmas 
toy business will have to make 
their plans earlier or they may be 
without adequate stocks when the 
gift buying season opens next No- 
vember. The war situation and 
the defense program will probably 
curtail toy production on certain 
lines, and rising costs will cause 
some price increases. The present 
is an excellent time to start plan- 
ning and buying for the Christmas 
toy selling season while a reason- 
able choice and quantity are 
available and while shipments can 
still be promptly made. 
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LOCKWOOD 
PENDANTS 










DARIEN 


GOTHAM 


to pleasing profits! 


CHANBY 





AC , , , 
ne Nearly every home builder and home owner is anxious 


to use hardware that adds distinction. 

Show your customers these attractive. highly adapt- 
able Lockwood Pendant designs. The variety of the 
metal escutcheons makes it possible to choose a pattern 
truly suitable to the architectural style of the house. 


This can be applied consistently to every door in the 





UNLOCKED LOCKED house: bit key locks for living rooms; cylinder locks for 
front entrances, store rooms. and game rooms; thumb- 
DARDELET SELF LOCKING THREAD ia . . 
a aicneniy tenis. ade anes ta Seal turn locks for bedrooms and bathrooms. 
knobs! 


You can sell these with any type of knob, of course. 


Lockwood offers you a real extra n the 


ardele ‘eadlock principle, sed in the set ° - -. 

screws ie Leckwood tach shane. Lockwood But you can offer your customers especially interesting 

knobs stay on their spindles through any r A rl : " oe : 

oo es Gee er valine ci variety in decorative accents with Patrician color plastic- 
11s Sa Y 4 . Ng sales 0In Oo yo e 






hecause almost everyone has gone througl se 
the nuisance of loose, falling knobe and lost and-metal knobs or Polyflex forged brass knobs with 
et screws 

When ; ardele hreaded se screw is . oe 
wae > “wedged” fit ng Pan oes sr en color plastic inserts. 
the entire upper surface of the screw thread. a i — - - 
This locks the screw and holds it locked Write today for full information on this extremely 
through any amount of vibration. When od 
necessary, the set scre is easily loosened . 
——a— CC ; profitable Lockwood line! 
Lockwood I lardware Mfe. Co. a, 

; an he: 

or i W 

Division of Independent Lock Co. F itchburg, Massachusetts ean 
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The floor of the 
room is covered 
with square sec- 
tions of various 
patterns which 
are stocked. Most 
of the stock is 
carried on racks 
which are ranged 
along sidewalls. 


Display Room an Aid | 


The Kruger Hardware Co. finds A BASEMENT di s- 


play room assists the Kruger 
Hardware Co. in securing its share 
of the floor covering business in 


that individual sales are 


: . ee . Janesville, a city of approximately 
larger a nd that Ib iS easter 22,000 people in the southern part 
, of Wisconsin. In addition, this 

to sell b etter merc h an d se room has been an important aid 


in selling up to better quality mer- 
chandise and larger individual 
sales. 

The floor of this display room, 
approximately 15 by 40 ft. in size, 

: is covered with samples of the vari- 
<<" ous linoleum patterns carried in 
stock. These are cemented down 


: and are separated by border ma- 
} terial. In one corner a modern 
2) kitchen sink installation shows 


how linoleum can be used on the 


rea —— ies 
= drain board tops and around cab- 
’ inet bases. 
—_ ee Three racks, each holding 10 


patterns, are arranged along one 


A modern kitchen sink install- 
ation shows how linoleum is 
used upon drain board tops and 
around the bases of cabinets. 








Floor covering, 
6, 9 and 12 feet 
wide, is carried 
on rolls. Lino- 
leum rugs are 
usually sold 
from catalogs. 


to Floor Covering Sales 


wall so that the linoleum can be 
unrolled and cut off with ease. 
Rolls of floor covering 6, 9 and 12 
ft. wide are stocked. Other pat- 
terns of linoleum, with rolls stand- 
ing on end, are shown along the 
opposite wall. Small mat rugs 
are also displayed. 

“Our display room is of great 
value to us in selling,” says A. L. 
Cunningham, buyer and manager 


of the department. “Most of our 
customers are interested in price 
and accordingly want to see the 
least expensive patterns when they 
come to the store and usually they 
have some competitive prices in 
mind. We start by showing the in- 
expensive felt back covering first, 
then present the felt-back inlay 
patterns, then the burlap-back in- 
lay materials, and finally we talk 


Window displays are important in promoting this line and 


manufacturers’ display materials 
~~ me 
5 oa 


> Wal : fi 
= ) 8 te 


are used extensively. 


a custom job, one that is designed 
especially for them. 

“Generally speaking, customers 
seem to be able to make up their 
minds as to what they like more 
quickly when they can see the ma- 


Each rack holds 10 patterns and they 
are constructed so that it is an easy 
matter to unroll and cut off material. 











terial on the floor. This is one of 
the reasons why we show so many 
patterns on the floor and why we 
frequently unroll a stock pattern 
from the rack to assist customers 
in arriving at a decision. 

“We always try to sell a ce- 
mented job. Linoleum cemented in 
place will stay there and will not 
buckle or break. Customers get 
better service from the flooring if 
this is done.” 

Many of the leads for linoleum 
sales come from outside the store. 
People building new homes are 
sure to need floor covering. Dodge 
building reports for the commu- 


nity are helpful in finding pros- 
pects, and building permits issued 
by the city also give clues to possi- 
ble sales. Friendly contractors are 
another source of information and 
they are contacted regularly. 

Fully 50 per cent of the jobs are 
custom jobs, which accounts for 
the major portion of the sales vol- 
ume. A floor plan usually is made 
of jobs of this type so that the 
customer can visualize the installa- 
tion. This also serves as a work- 
ing plan for the man installing the 
material. Color schemes of the 
room or home must be considered 
in work of this type. 


























Wes Teron. 




















“IVE GOT A COMPLAINT TO MAKE, BUT ILL JUST WAIT 
TUL YOU GET A FEW CUSTOMERS ” 
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“We have two men whom we 
have trained to do both selling and 
installation work,” says Mr. Cun- 
ningham. “They are busy all the 
time, for they sell when there are 
no jobs to be installed.” 

Window displays play an im- 
portant part in the promotion of 
this line. Newspaper and direct- 
mail advertising also bring excel- 
lent results and both mediums are 
used to promote floor covering 
sales. 

“Our floor covering business is 
practically a cash business,” says 
Mr. Cunningham. “People who 
lay their own coverings usually 
pay cash. Custom jobs are credit 
sales, but we have a chance to in- 
vestigate the purchasers and so 
can refuse the business if we find 
they are slow pay.” 

A dealer must be able to install 
floor covering in order to secure 
the greatest volume in his com- 
munity. Some of the most profit- 
able jobs frequently are of this 
type. However, with installation 
work there is always the problem 
of trying to estimate labor costs in 
connection with the individual 
jobs. 

This company has found it best 
to make a flat labor charge by the 
square yard for laying material. 
This is used in figuring all regular 
jobs, but allowances must be made 
on particularly complicated  in- 
stallations. So far, the flat charge 
has produced a small profit from 
labor each year. 


Stock Room Signs Help 
Reduce Stock Shortages 


O cut down on avoidable stock 
shortages in the hardware 
store of Otto Herrmann, Inc.. 
Glendale, Long Island, N. Y., sev- 
eral signs concerning orders have 
been placed in stock rooms and 
shipping room. Anthony Herrmann 
states that, “Orders were increased 
the very first week these signs were 
up.” With demands for the defense 
program ordering before stock is 
“out” is particularly necessary. 
Some of the signs read: “Stock 
low drop a note to Joe”; “Goods 
take long to come in. Help by 
ordering earlier’; “Order when 
stocks are low not out.” “Write it 
down now” and “Help prevent stock 
shortages. Order before material is 
out.” 
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Model Kitchen Helps Sell 
Complete Installations 


Six to seven complete kitchens 
F are sold annually by Zahner’s 
ROM six to seven in addition to individual items 


complete kitchen installations are 
sold each year by the Zahner store 
in Kansas City, Mo. In addition, 
the firm also sells a large number 
of kitchen cabinet setups, both 
wood and metal, and ranges, cabi- 
net sinks and other major kitchen 
appliances. The Zahner Mfg. Co., 
which operates the store at 1215 
Walnut St., Kansas City, Mo., 
manufactures kitchen cabinet tops 
and displays them on kitchen set- 
ups maintained in the store. 

An important factor in the 
store’s successful installation sell- 
ing is the kitchen planning service 
provided by Stanley Peck, buyer 
for the retail department. Other 








A model kitchen cabinet is used 
to show the merits of another 
cabinet line and to display the 
cabinet tops made by the firm. i 
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At the right is the 
modernized kitchen 
—complete in every 
detail including a 
stainless steel cab- 
inet top made by the 
Zahner company. 


sales aids include outside calls. 
time payment arrangements and 
the maintenance of two cabinet 
setups right in the store. One of 
these is in the form of a complete 
electric kitchen, the other being a 
complete cabinet setup, including 
wall cabinets and 
unit, incorporating a double sink. 


floor cabinet 


As a sales clincher, Mr. Peck main- 
tains a file of photographs of old 
kitchens which have been modern- 
ized by the store, together with 
photos of the new kitchens. 
Estimates on every job include 
complete installation of the cab- 
inets, but do not include plumbing 
and electrical connections. Nor- 
mally, plans for modernizing an 
old kitchen are submitted the first 
time with only the cabinet work 
drawn in. This policy is followed 
out so that the range and other 
equipment selected by the cus- 
tomer may be properly indicated. 
Although the company finances its 
own paper on contracts up to 18 
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date. 


months, sales are made under gov- 
ernment modernization loans up to 
36 months. In addition to leads 
developed by the store, the names 
of prospects are also provided by 
a cabinet manufacturer whose line 
is handled by the store. 

The “before” and “after” illus- 
trations on this page are from 
the home of a colored family to 


These before and after pictures of the same 
kitchen illustrate a typical modernization 
job by the Zahner company. At the left is a 
kitchen in the home of a local colored fam- 
ily as it appeared before it was made up-to- 
Contrast 
below—the same kitchen after modernization. 


this with the illustration 


which a sale totalling $365.00 was 
made. This installation did not in- 
clude range and refrigerator, as 
the customer had already made 
other arrangements for these units. 
At the time the picture of the all- 
electric kitchen was taken the re- 
frigerator had been removed for 
replacement with one of the newer 
models. 


Tax on Business 


FEYHERE’S a continuous open sea- 

son on States taxes on business. 
according to the Supreme Court of 
Mississippi. 

“The State, in the absence of a 
constitutional restriction,” says the 
court in a recent case, “has the 
power to tax persons and corpora- 
tions engaged in an occupation or 
business and to prohibit them from 
continuing therein unless the tax is 
paid. 

“The State may select the occupa- 
tions and professions to be taxed, 


the only requirements in this con- 
nection being that all of the same 
class be taxed alike and that the tax 
imposed be not so unnecessarily 
high as to deprive the persons taxed 
of the right to engage in a lawful 
occupation or business.” 

The court cites several decisions 
of the United States Supreme Court 
in support of its pronouncement. 
Not much to do about it except per- 
suade the legislature of the State 
“to go 
taxes! 


easy” on those business 
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The Peck Co. Introduces 
Its New Store to the Public 


= light- 


ing, streamlined tables and fixtures 
and an ultra-modern front are among 
the outstanding features of the new 
store which was recently introduced 
to its many customers and friends 
by The Peck Co. of St. Johnsbury. 
Vt. 
Modern 
used on the main floor of the store 
and in its display windows. Excel- 
lent illumination is obtained through 
the medium of 15 advantageously 
placed fixtures. The new establish- 
ment provides four times as much 
floor space and there is ample room 
for the circulation of traffic. Display 


fluorescent lighting is 


New establishment 
in St. Johnsbury. 
Vt., is thoroughly 
modern in every 
respect. Fluores- 
cent lighting, new 
front and stream- 
lined fixtures 
are features 


tables have rounded corners and the 
sidewall fixtures are of the very lat- 
est type. 

Even the color scheme of the store 


and its equipment is thoroughly 
modern. Merchandise. in most in- 


stances, is displayed against an 


orange background. Fixtures are 
painted taupe and are trimmed with 
black. The walls are finished in a 
peach shade while the floor of the 
store is covered with a mottled red 
design of inlaid linoleum. 

Tools, sporting goods, hardware 
and steel goods are shown along the 
sidewalls on the main floor while 
the paint sections are located at the 
rear of the store. Wheeled goods are 
also shown in the open spaces on 
this floor. 

The color scheme of the main floor 
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Fluorescent lighting adds a modern touch to the main floor dis- 
plays. Streamlined tables with rounded corners stimulate a flow 
of traffic while the sidewall fixtures show goods to advantage. 

















Brilliant illumination is obtained by means of fluorescent lighting in the windows. 


is also carried out in the basement 
which is also used as a sales floor 
Housewares and plumbing goods de- 
partments are located there. A com- 
plete model kitchen display and sev- 


eral modern bathroom units are also 
features of this interesting section. 
The entrance to the basement is at 
the rear. 

Offices of the company are located 


Fluorescent Lights Create 
Modern Atmosphere 


A* installation of modern 
l fluorescent lighting units in- 


creased general illumination, made 





customers.more aware of the many 
merchandise displays, and created a 
modern atmosphere in the store of 


Customers became more interested in this 


store with modern fluorescent 
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lighting. 


on the second floor of the building 
while the remaining floors of the 
four-story structure occupied by the 
firm are used for the storage of 
merchandise. 


the Pickering Hardware Co., Cin- 
cinnati, Ohio. These lights also 
served to impress the fact upon cus- 
tomers that the store is as modern 
in its physical equipment as in the 
up-to-the minute merchandise _ it 
carries, 

Fourteen flourescent fixtures are 
used in the room. One row runs 
down the center of the ceiling the 
complete length of the store. At the 
extreme rear are two . additional 
rows of lights which are‘used to se- 
cure additional illumination in this 
section. 

Each fluorescent fixture holds six 
1-ft. lamps. There are placed in the 
fixture in a half circle arrangement 
in order to spread the light evenly 
from ceiling to floor. Each unit has 
an approximate 240 wattage. 


Petunia Growing 


N most cities where a_ flower 

festival of one kind or another 
is held, the residents have selected 
a perennial, a shrub or a bulb as 
the featured flower. Elgin, IIl., got 
around this by featuring about the 
most easily grown annual—the 
petunia. These can be grown al- 
most anywhere at practically no 
cost—in beds, urns, window boxes, 
etc., and plans need be made no 
longer ahead of time than the plant- 
ing time in the spring, and by the 
time of your festival, the entire town 
can be a veritable sea of color. 
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PURPOSE OF CLUB— 


WIN CASH PRIZES THROUGH MEMBERSHIP 


NO COST FOR MEMBERSHIP 


You do not have to subscribe to 
HARDWARE AGE in order to belong 
to this club or participate in its ac- 
tivities. You can use the copy of 
HARDWARE AGE which comes to 
your store to keep posted on club 
affairs. 

There is no initiation fee, no dues, 
and no assessments. There are no 
officers and no elections. The club 
will not secure jobs, nor discuss 
wages. To become an active mem- 
ber simply send in the registration 


Copy this form on a penny 
post card if more than one 
form is necessary. 







form and your membership certifi- 
cate, suitable for framing, will be 
mailed to you. 


USE PENNY POST CARDS 


You can participate in club con- 
tests simply by sending in your an- 
swers to questions on a penny post 
card. As a matter of fact, we sug- 
gest you use the penny postal when- 
ever possible when you submit 
ideas and suggestions. You only 
pay one cent for the card and you 
may win much more if your idea is 
accepted. 


(Turn the page for additional information) 


To Help Retail Hardware Employees Exchange 
Ideas, Experiences, and Information that will:— 


% Improve their efficiency as salesmen’ 


& Increase their knowledge of hardware 
store merchandise. 


* Make them more valuable to their em- 
ployers and the consumers they serve. 


« Help them appreciate opportunities 
in the retail hardware business. 


WHO IS ELIGIBLE? 


All retail hardware store em- 
ployees, both men and women, are 
eligible for membership. All you 
have to do is register the fact that 
you want to become associated with 
this group and that you are a reader 
of HARDWARE AGE. 

To become a member register by 
using the coupon card at the bottom 
of the page, sign it, and mail to 
HARDWARE AGE Retail Sales Idea 
Club, 100 E. 42nd St., New York, 
BT. 


YOU PAY NOTHING 


Any Retail Hardware Employee May Take Part 
Just Register— Use Reply Card Below — Mail Today 


REGISTRATION FORM 


HARDWARE AGE 
Retail Sales Idea Club, 
100 E. 42nd Street, New York, N. Y. 









| hereby register for membership in the Hardware Age Retail Sales Idea 
Club. | am a reader of Hardware Age and would like to take part in the activ- 
ities of this club, as often as | can. 


UY SS 



















FORM TO Nome : 
REGISTER or 7 





| am submitting the following question or subject as worthy material for dis- 
cussion by this organization. 














































size 5!/, x 7!/, 
inches when 


you register 
eowARe 









* HARDWARE AGE * 
You receive Retail Sales Idea Clul- 
this attractive 100 East gand St. . New York, N. Y. 
membership This cents thet 
certificate 


is a member of the Hardware Age Retail Sales Idea Club, an organization devoted 
to exchanging ideas, experiences, and information helpful in advancing the knowledge, 
interest and efficiency of employees in retail hardware stores. 


4 Signed and sealed with the official Club insignia this 


2 - : vi day of 219 
m 3 
% ro Hila Af Meake, 
Use Form On Tales EDITOR, HARDWARE AGE 
Other Side of 
This Page 













All you have to do to be a part of this interesting 
and educational group is register. 


DO SO TODAY — USE FORM BELOW 


NO DUES — NO OFFICERS — NO ELECTIONS 





WIN CASH PRIZES 


Your ideas may be worth money. 
Take part in each contest sponsored 
by the club. Details of cash awards 
will be announced at the start of 
each event. Cash awards will be 
paid to members for the best an- 
swers, suggestions, and ideas, and 
the most interesting store experi- 
ences accepted for publication. In 
case of ties, duplicate awards will 


be made. HARDWARE AGE Editors 
will act as judges. Send in your 
ideas. Win Cash Prizes. 


HARDWARE AGE PLEDGE 


HARDWARE AGE will devote 
editorial space in each issue to this 
club, publishing the proffered ideas, 
suggestions, experiences, etc., of 
special interest to retail hardware 
employees. Much of this material 
should come from the members. 


The Editors reserve the right to 
pass upon the publication of all 
material received from members, 
also to decide whether or not names 
are to be published. Upon request, 
of course, names will be omitted. 
The membership list will be kept for 
the exclusive use of the club. 


HOW TO REGISTER 


Employees may register for mem- 
bership in the HARDWARE AGE Re- 
tail Sales Idea Club by filling out 
and mailing the business reply card 
below, which requires no postage, or 
by copying this information on a 
penny postal card and mailing it to 
the HARDWARE AGE Retail Sales 
Idea Club, 100 E. 42nd St. New 
York, N. Y. 


Postage 
Will be Paid 


by 
Addressee 














BUSINESS REPLY CARD 


First Class Permit No. 36 Sec. 510 P.L & R., New York, N. Y. 








HARDWARE 
100 E. 42nd Street 
New York, N. Y. 
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Opportunity 


“They do me wrong who 
say I come no more, 
When once I knock and 
fail to find you in; 

For every day I stand out- 
side your door, 

And bid you wait, and rise 

to fight and win.” 


—Judge Walter Malone. 
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“We Follow Up Real Leads — 
on Major Appliances 


That’s what Sever Paulson does 


\ \ HEN a store in a 


town of 4,500 sells from 20 to 25 
electric refrigerators, 35 electric 
washing machines, 12 bottled gas 
ranges and 10 to 12 electric ranges 
in a year it is getting a worth while 
major appliance volume. The 
record is even more impressive 
when you consider that the store 
in question—Paulson Hardware, 
Hopkins, Minn.—serves a farming 
area that is within easy reach of 
the city of Minneapolis. 

Sever Paulson, proprietor of the 
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in Hopkins, M 


stere, says, “We follow up real 
leads on appliances, but don’t go 
ringing door bells. Satisfied cus- 
tomers give us a large majority 
of our leads. We will demonstrate 
washing machines in prospects’ 
homes but, as a rule, when we get 
permission to give a demonstra- 


inn., and sales are 


wn of 4,500 


tion, the washer stays there be- 
cause we don’t use high pressure 
methods to get machines into 
homes. We will take trade-ins on 
major items that are in salable 
condition and we advertise appli- 
ances from time to time. All pay- 


(Continued on page 70) 











By ELMER WHEELER 


President, 


Tested Selling Institute, 


New York City 


l \ LL a dog can do to 


express himself is to bark and wag 
his tail. That applies from the pet 
peke, coaxing for a sugar lump, 
to the ravenous bloodhound track- 
ing down a murderer. 

Therefore, the tone of his 
“woof” and the motions used in 
conveying his many messages de- 
serve careful study by every sales- 
man! 

Watch the “bark” that can creep 
into your voice; watch the “wag” 
behind your words. Be sure you 
always seem friendly, courteous 
and considerate, also happy and 
enthusiastic. People don’t like to 
buy from a “sour-puss.” 

The way you say it may be as 
important as what you say. The 
tone of the voice often means as 
much as the words—static is a real 
handicap! 

The simplest way to create good 
will is to always be friendly; to 
greet your customers and pros- 
pects so they feel “at home.” Then 
they are more likely to buy more, 
or to return, because you seem 
friendly and pleased to be of 
service. 

Sometimes a good “sizzle” is the 
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“Be sure you always seem friendly, courteous and 


considerate. Nobody likes to buy from a ‘sour puss’. 


simple use of the customer’s name 
in your opening remarks—and 
frequently thereafter. It pays to 
remember names and faces. 

“Good afternoon, Mr. Smith.” 
Or “Glad to see you again, Mrs. 
Jones.” Speak the name plainly 

-don’t fumble it or mutter strange 
sounds to cover up your forgetful- 
ness. Remember, the sound of his 
own name is sweet music to every 
man’s ears. 


Don’t Side-Step 
Criticism 
If, when taking the prospect’s 
“temperature” with a well directed 


,” 


question or two, you draw out a 
criticism or an answer you hadn’t 
expected, don’t side-step it or make 
a blunt denial. Simply say: 

“I’m glad you brought up that 
point. I was just going to explain 
it.” Or—“I was coming to that. 
But first let me explain this fea- 
ture.” . 

Agree with the customer first— 
then turn him around afterwards. 

Never let customers or prospects 
feel that you are irritated by ques- 
tions or objections. Welcome them 
—with a confident smile,—and 
you automatically make the objec- 
tions seem small. 
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Conclusion 


A good salesman doesn’t con- 
tradict his prospects; he says “Yes, 
but...” He says “yes” first, and 
then brings out the “but.” 

With care you can avoid point- 
blank disagreements. Seem to 
agree, but bring the prospect dip- 
lomatically around to your way of 
thinking. 

The art of changing the other 
person’s mind without resentment 
is to let him change it himself, by 
laying certain facts, tactfully, be- 
fore him and letting him munch 
on them. 


“ 


Don’t “Over-Answer” 
Objections 


A long-winded explanation in 
answer to an objection often in- 
cites suspicion. Meet the objec- 
tions so swiftly and so accurately 
that the prospect has less oppor- 
tunity to argue. If you talk too 
long it gives the other person more 
time to think up new objections. 

Once in a while let the other 
person talk, while you do some 
thinking. Invite him to talk by 
asking an occasional question that 
will guide your future efforts, such 
as 

“Which do you prefer?” 


_ * 
<3 
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“I’m coming to price, but first let me show you this feature.” 


“Do you like that size (or color) 
or this?” 
“Is this the amount you need?” 
“This assortment is well ar- 
ranged, isn’t it?” 
The Art of . 
Quoting Price 
Many sales are lost because the 
price is badly handled. Two bad 


extremes in quoting price are: 
(1) speaking in an apologetic or 
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“The simplest way to create good will is always to be friendly, 


to greet your customers and prospects so that they feel ‘at home’. 
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hesitant manner, and (2) hurling 
the cost at the prospect like a ton 
of bricks. 

There is a definite art in quoting 
price, and it pays to spend time 
and effort to learn it. 

First of all, make your selling 
“sizzles” seem so strong that the 
price becomes relatively unim- 
portant. Many sales are lost 
simply because the salesman fails 
to build up benefits to justify 
price. 

Except on low-priced items, it is 
good strategy to avoid discussing 
price too early in the sale. Say, 
“T am coming to price, but first let 
me show you this feature.” 

Or say, “I’m glad you brought 
up price, for I have a surprise for 
you. First, though, let me show 
you another benefit you will re- 
ceive.” 

If price is considered before 
proper desire is created, before 
you've taken the prospect along 
the road of values, of results, of 
benefits and advantages, then 
you re lost! 

But when the prospect beats you 
to it with a question about price, 
don’t pretend you failed to hear it. 
This simply causes price to rise 
from a molehill to a mountain in 
the mind of the prospect. Meet 
the question at once, but often you 
can answer indirectly. 

When you do quote price, don’t 
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Ask For This Formula! 


Elmer Wheeler’s formula for building a “Sizzle” 
is free upon request to HARDWARE AGE, 100 
East 42nd St., New York City. Ask for “Four 
Ways to Build a Sizzle” and enclose stamped and 


addressed return envelope. 





do it apologetically. Don’t pause 
hesitantly. Keep on talking; make 
the price appear to be only an 
incident. 

Sustain interest in the main fea- 
tures; price then tends to take its 
proper place as only one of many 
factors. Dramatic pauses after a 
price is quoted simply cause it to 
be highlighted—-which is good 
technique only in bargain sales. 

If the prospect says: “Well, it 
seems all right, but I don’t know.” 
You say: “It is all right, and it 
suits your needs,” and so on. 

If the prospect says: “That’s 
more than I had thought of pay- 
ing,” agree and say: “No doubt 
but think what complete satisfac- 
tion is worth, and you'll find this 
very reasonable. Just let me show 
you how its many advantages 
make this very reasonable. Just 
let me show you how its many ad- 
vantages make this most econom- 
ical in the end.” Then go right 
on demonstrating. 

Many salespeople are successful 
in getting customers up to the 
close, and then for some reason or 
other the customer slips through 
their fingers. 

How often have you heard them 
say, “Ill consider it some other 
Or “Oh, I just can’t make 
up my mind; Pll think it over.” 


time.” 


Usually, you might as well kiss 
the customer goodbye right then. 
He is simply easing out on you. 


Don't Let Sales Sag 


So don’t let your sale sag at the 
close. Be sure the main buying 
motives have been mentioned, and 
all the different points of sales- 
manship covered briefly. Go back 
over the features that seemed to 
arouse the most interest, and try to 
tie them together in a little differ- 
ent manner this time. 

Like the merry-go-round that 
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gives you a chance on every com- 
plete circle to catch the brass ring, 
every sales cycle gives you many 
chances to get your prospect. 

Nell was the belle of the village 
and had many promising sweet- 
hearts, but one day she married 


the least wealthy, the homely fel- 
low with a heart of gold perhaps, 
but with none in his pocketbook. 
When she was asked why, with all 
her attractive charms, she chose 
the poorest boy of all her beaus, 
she said, very sweetly, “He was 
the only one who asked me to 
marry him!” 


Ask for Sales 


If you want a sale, ask for it! 
And keep on asking until you get 
it—but always in logical and 
varied ways. 

Be careful how you say it. 
“Watch Your Bark,” and then 


watch your sales go to town! 


“Sizzle Sentences” Sell Razor Blades 


F my experience can be of help 
to any other salesman I am glad 
to pass it along. Thumbing through 
the March 20th issue of Hardware 
Age between customers, the article 
“Sizzlemanship” immediately caught 





A. Y. PARKS 


my eye. When I came to the topr 
of “Sizzle Sentences” I glanced 
down the counter to see what I 
might have that a “sizzle sentence” 
would fit. There was a carton of 
razor blades which had been there 
for several weeks and the question 
popped into my mind: “Do you 
ever run out of razor blades just 
when you are in a hurry? Why not 
take a carton?” The next customer 
in the store bought a carton of razor 
blades. Other sizzle sentences fol- 
lowed like: “Is the time required to 
strop a razor blade worth as much 
as two pennies to you?” In two 


weeks 28 customers had bought 28 
cartons of razor blades. 

After this experience with razor 
blades I began following this line 
of thought up on the larger items of 
merchandise. When I sell a lawn 
mower the customer almost always 
goes away with a companion item 
such as a grass catcher, a fan rake, 
or even insecticides. 

Know your merchandise and pre- 
sent your “sizzle” sentences in a way 
that they will not fizzle and the 
response you get from your custo- 
mers will amaze you. 

A. Y. Parks, 
Thompson Hardware Co., 
Hobbs, New Mexico. 


All or Nothing 


BUSINESS man is_ induced 

through fraud to enter into 
a contract. Of course he does not 
know about the fraud at the time 
he signs the contract, but later he 
discovers it. Still later, he claims 
certain benefits to which he is en- 
titled under the contract. 

May he thereafter repudiate the 
contract because of the fraud? “The 
principle here to be applied,” says 
the Court of Appeals of Tennessee 
“is that one claiming under a fraud- 
ulent instrument after knowledge of 
the fraud adopts the fraud and be- 
comes bound by it.” 

Similarly, the courts sometimes 
say that one who accepts the bene- 
fits or advantages of a transaction 
must also accept the disadvantages. 
It’s a case of taking the deal as a 
whole or not at all. 
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Dramatic proof of the wallop in 
a Kleanbore Hi-Speed .22 


This picture has appeared 
in many advertisements for 
Kleanbore Hi-Speed .22’s in 
leading outdoor, farm and 
boys’ publications. 

It illustrates the penetra- 
tion power of a Kleanbore 
Hi-Speed .22 long rifle solid 
point bullet. The bullet went 
through seven % inch pine 
boards and half way through 
the eighth. Most shooters 
want power above all else in 
a .22 cartridge—and they’ve 
found out that Kleanbore Hi- 
Speed .22’s have power plus! 

Make sure that shooters 
who want POWER get 
Kleanbore Hi-Speed .22’s. If 
they prefer a less powerful 
cartridge, give them New and 
Improved Kleanbore .22’s. 


(Advertisemens) 
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The Chinese Doctor 


In certain parts of China, it is reported 
that people pay their doctor to keep them 
well... and do not pay him at all if they 
get sick. 

The same “ounce of prevention” idea can 
be applied to the business of retail selling. 
If business is poor, it’s wise to call on 
the doctors of merchandising for advice. 
3ut it’s far wiser not to wait for declining 
business before making use of the many 
new things that have been learned about 
hardware merchandising. This knowledge 
can not only repair the health of a sick 
business ... it can keep a sound business 
from becoming sick . . . can make it even 
more healthy . . . can prevent the infection 
of complacency which is the greatest 
threat to any successful enterprise. 

Best of all, much expert knowledge and 
experience, plus the fruits of careful ex- 
periment in retail sales technique, are free 
to the dealer who wants to take advantage 
of them. Hardware associations, jobbers, 
hardware trade publications and many 
manufacturers offer it continually. The 
extent to which dealers are taking advan- 
tage of these opportunities has been 
brought vividly home to us by the recep- 
tion accorded the Remington-Peters-Du 
Pont merchandising sound motion picture, 
“One Man Listens.” 

And while we’re talking about Chinese 
doctors keeping their patients well, may 
we remind you that Kleanbore ammuni- 
tion plays the role of the Chinese doctor to 
your customers’ guns . . . never giving 
rust or corrosion a chance to creep in and 
ruin their accuracy. 
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HEY SKINNY! C'MON 
OVER AND SEE MY 


NEW TARGETMASTER. 


iTS GOT A SELF- 

COCKING BOLT 
LIKE A HIGH 
PRICED RIFLE! 














* “Targetmaster’’, 
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Says MerchandisingjMike: 
“It’s fun to 
know...and 
good busi- 
ness too!’’ 


“Every- 
one likes to | 
be ‘in the | 
know’ about things. 

“Take this Nitro Express 
shot shell, for example. What 
shooter wouldn’t be glad to 
know that the shot pellets 
are double screened to be 
sure they are _ perfectly 
round to deliver uniform 
patterns? Notice that 
familiar green Corrugated 
body .. . exclusive on Rem- 
ington shells. That body is 
stiffer and tougher—feeds 
into the magazine faster 
extracts more easily, and 
ejects more smoothly. The 
waterproofing is a feature 
every shooter appreciates! 

“These are only a few of 
many advantages of Nitro 
Express shells. Knowing 
these facts gives you the en- 
thusiasm which makes for 
better sales.” 





“‘Kleanbore’’, ‘‘Hi-Speed’’ and ‘‘Nitro Express’’ are Keg. U. S. Pat. Off. by Remington Arms Co 


HOW TO SELL A LEFT- 
HANDED SHOOTER 













1 shotgun 





2 
Model 3 


del 141 high power rifle 


ao 


22 rifle 





Model {21 


The three Remington slide 
action guns shown above 
have a unique value for left- 
handed shooters. For the 
slide action, unlike some 
other types of action, can be 
worked as easily by a left- 
handed shooter as by a 
right-handed shooter. And 
all three guns arc offered 
with optional left or right- 
hand cross bolt safeties. 

The pump or slide action 
is the fastest of all manu- 
ally operated actions. Only 
Remington offers all three 
types of gun... shotgun, .22 
rifle, and center fire rifle, in 
this action. 


Inec., Bridgeport, Conn 
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ONSTANT improve- 


ments have made the outboard 
motor increasingly popular. For 
a number of years it has been an 
economical and efficient means of 
propelling small and medium- 
sized boats through rough and 
hardware 


smooth waters. The 


store, in communities close to 


waters suitable for power boat 
operation, is a logical outlet for 
outboard 


outboard motors and 


motor boats. And there are also 
many hardware stores, well re- 
moved from bodies of water where 
such boats can be used, which 
sell motors and boats to people 
who want to use such equipment 
in summer colonies, camps or for 
extensive fishing trips on inland 
waters. 

It is estimated that more than 
100,000 


sold in this country in 1940, at 


outboard motors were 
ranging from _ around 
$29.50 to $450.00 or more, de- 
pending on the type and power 


of the motor. With the sale of the 


motor and boat there are numer- 


prices 


ous additional sales of necessities 
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How to Merch 


andise 


Whether a hardware store is near 


water or not, there is always an 


excellent opportunity for sales 


and conveniences. There are items 
required by the Bureau of Marine 
Inspection and Navigation, U. S. 
Department of Commerce which 
motor boats used on navigable 
waters of the United States must 
which 


have—that is on waters 


empty into other waters. In ad- 


dition, some _ states, counties, 
towns and cities have regulations 
which require certain equipment 
for boats operated on non-navi- 
gable bodies of water. Require- 
ments as to lights, whistles, bells, 
life saving devices, flame arrestors, 
ventilation and fire extinguishers 
vary, according to size and type 
of motorboats used on waters con- 
by the 


United States government. If a 


sidered as “navigable” 
boat is 16 ft. or less in length, it 
must be specifically designed for 
the use of an engine, either out- 
board or inboard, in order to 
require a registration. Full equip- 
ment must be carried when the 


engine 1s used. 


Regulations 


Motorboats. operated on nav- 
igable waters of the United States. 
are subject to the Motorboat Act 
of April 25, 1940, summaries of 
which are now available fror the 
Bureau of Marine Inspection & 


Navigation, U. S. Department of 
Commerce. Complete copies, of 
the law, will be available, at a 
later date. Under the new reg- 
ulations fines will not be incurred, 
(for use of motorboats, not in 
commercial service, on navigable 
waters), for failure to carry the 
following—(a) pilot rules, (b) 
Fire extinguishers on outboard 
motorboats, (c) fog bells on mo- 
tor boats less than 26 ft. and (d) 
whistles on motorboats less than 
16 ft. 

A summary of the present re- 
quirements, as to lights, whistles, 
bells, lifesaving devices, flame ar- 
and fire ex- 
tinguishers, issued by the U. S. 


restors, ventilation 


“Install a barrel or tank in 
your store for demonstrating 
how an outboard motor works.” 
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Outboar a Motors and 
Outboard Motorboats 





“The display of outboard motors 

outside his store attracts business 

from both local residents and out- 
of-town people.” 


Department of Commerce is print- 
ed on page 28, of this issue. 

Navigation lights complying 
with the old motorboat law (re- 
pealed by the 1940 law) may be 
used until April 25, 1943, pro- 
viding they are in serviceable con- 
dition. On and after that date 
they shall be of a type approved 
by the Board of Supervising In- 
spectors. Whistles complying with 
the audibility requirements of the 
new law, even though not the type 
of whistle required may be con- 
tinued in service until April 25, 
1943. After that date the spe- 
cified type must be used. 

Life preserver requirements are 
that box type buoyant cushions 
will be permitted as life pre- 
servers on boats up to 40 ft. in 
length. Pillow-type buoyant cush- 
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ions will not be permitted after 
April 25, 1943. After April 24 
1943, life preservers shall be of 
approved type and should bear a 
label or stamp indicating they 
are approved under the Act of 
April 25, 1940. Ventilation of the 
boat is not required where the 
greater portion of the bilges of the 
engine and fuel tank compart- 
ments is open to natural atmos- 
phere. This rule does not apply to 
all outboard motorboats. 

In addition to the above items 
extra accessories are needed such 
as; anchors, batteries, boat covers, 
boat fenders, chains, compasses, 
cushions, flash lights, 
cans, grease, oil, gasoline, tools, 
rope, search light, mooring buoys, 
etc. For upkeep the owner needs 
paint, bottom composition, var- 
nish, marine glue, spark-plugs, 
etc. He may also be interested in 
buying clocks, compasses, flags, 


gasoline 


flag poles, flashlights, and even 
yachting caps. 


Expert Knowledge 


It is desirable that a hardware 
store going after business with 
owners of outboard motor boats 
or prospective owners, have some- 
one on the staff who is himself a 
boating fan, and thereby well ac- 


By KENNETH A. HEALE 
Associate Editor 
of Hardware Age 


quainted with boatmen’s “lingo, 
requirements and interests. 


Here’s How to Sell ’Em! 
1—Advertise your boat depart- 
ment in local papers. 

A Michigan dealer advertises 
boats and outboard motors and 
starts about the first of March. 
He says, “While we do not stage 
races or organize boat clubs, we 


encourage them as much as pos- 
sible because of tHe interest they 
create in outboard motors.” 





“A New Jersey store had one of 
its men make trips around the 
lakes in its trading area.” 











2—-Have demonstration facili- 


ties in the store. : . ‘ 
Highlights of New Motorboat Regulations 


Requirements for Motorboats not in Commercial Service 
U. S. DEPARTMENT OF COMMERCE 
Bureau of Marine Inspection and Navigation 


Class A Class 1 Class 2 Class 3 
0 to 15 ft., 11 in. 16 to 25 ft., 11 in, 26 to 39 ft.,11in. 40 to 65 ft. 


Install a barrel or stationary 
tank in your store for demon- 
strating how an outboard motor 
works. A Connecticut dealer has 
a tank with a free flow of fresh 


water. and a duct to remove ex- 


Equipment 


1—in fore part of boat 
showing red to port and 
green to starboard from 
right ahead to 2 points 
abaft the beam. Visible 
at least 1 mile. 


Combination 
Light 


haust fumes from the motor 
installed right in its marine de- 
partment. This tank is also used 
to test motors brought in for re- 
pairs or for a trade-in-allowance 


to make sure the motor is as good 
‘ fe > Hy a : ‘ly 
as the customer believes it to be. Port Side 1—on port side, properly 


Light screened to show red from 

‘ right ahead to 2 points 

3—Rent outboard motor boats prs tee toate. Wiethhe “a 
and motors least 1 mile. 

\ Minnesota dealer has several Starboard 1—on starboard side, prop- 


outboard motorboats and motors 
for hire. He finds that the desire 
to own such a boat. following a 


erly screened to show green 
light from right ahead to 2 
points abaft the beam. Vis- 
ible at least 1 mile. 


Side Light 


rental period, frequently leads to 
a sale. Stern Light 1—bright white light aft showing all around the 
' horizon. Visible at least 2 miles. 

4—-Display motors outside the 


i. 1—bright white light in 


fore part of boat showing 
from right ahead to 2 
points abaft the beam on 
both sides. Visible at least 
2 miles. 


Bow Light 


\ Michigan dealer finds that the 
display of one or more outboard 





motors outside his store attracts 
business from both local residents 
and out-of-town people. The deal- 1—power-op- 
erated. Audi- 


I1—hand- or 
power - oper- 


Whistle 1 — hand-, 


er who also stocks some outboard mouth-, or 


motorboats whether dinghies, power - op- ated. Audible ble at least 1 
canoes or other type—would also erated. Au- at least 1 mile. 
do well to show a boat with motor dible at mile. 
and full equipment outside his l eas t % 
shore. mile. d 
Bell i1—which produces, when 4 t 
5—Provide motor repair and struck, a clear bell-like tone E p 
storage service. of full round character- n 
’ istics. s 


Provisions for storage of out- 


board motors pulls profits for a Lifesaving 1—life preserver or ring buoy or 1-—life pre- : 
iliisitates leidieees deaiee The Devices buoyant cushion for each person on server or F 
s é are Ce ae 1 board. r i n g b uovyv I 
store sets a flat fee for storing a . | 
‘ uri a 1 for each per- T 
mo 4 J ; rT 
or ¢ uring the winter mont is son on board. 
and for cleaning and overhauling 
F the motor. The service work is Flame 1—on each carburetor of all gasoline engines in- 
Arrestors stalled after April 25, 1940. 





handled when business is quiet 
and when the store’s mechanic is Ventilation At least 2 ventilators with cowls or equivalent 
capable of removing gases from the bilges in engine 
and fuel tank compartments of boats constructed or 3 
decked after April 25, 1940, using gasoline or other a 
fuel of a flashpoint less than 110 deg. Fahr. ; 


not otherwise occupied. 


6—Permit 
sales. 


deferred payment 








“Our policy regarding terms of 
payment, on boats and motors, is 
to handle the paper through one 
of our local banks,” says an east- 
ern dealer. However payments 
are made at our store.” This 
policy brings the boat owner into 
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Fire Extin- 
guishers 


(1) 1-qt. carbon tet- 
rachloride or (1) 1%- 
gal. foam or (1) 4-lb. 
CO-2 extinguisher. 


(2) 1-qt. car- 
bon tet. or 
(2) 1%-gal. 
foam or (2) 
4-lb. CO-2 ex- 
tinguishers. 


(3) 1-qt. car- 
bon tet. or 
(3) 1%-gal. 
foam or (8) 
4-lb. CO-2 ex- 
tinguishers. 
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kK‘ ERY spring thousands of 
householders intend to do some- 
thing about fixing their screens. Then 
they either put them up without re- 
pair—or they leave them in the base- 
ment—until a bothersome fly makes 
screens a subject of family discussion. 

That’s where you come into the 
picture. A well-placed display of 
U-S-S Cyclone Screen Cloth will re- 
mind them to buy the next time they 
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Cyclone Screen Cloth will 


come into your store. And because 
the name Cyclone is famous for 
quality, such sales are easy to close 
... especially when you point out the 
smooth, even mesh and superior fin- 
ish of this high-quality cloth. 

Did the early spring rush deplete 
your stocks of some sizes and finishes 
of screen cloth? Then check your 
stocks now, and order a supply of 
Cyclone from your jobber. And ask 


POINT TO THIS TAG — /t says 
**It’s Cyclone’’ and it helps make sales. 





him, or write us, for folders and other 
advertising material we provide free 
to help you get more sales. 
CYCLONE FENCE DIVISION 
(AMERICAN STEEL & WIRE COMPANY) 
Waukegan, Ill., Branches in Principal Cities 
United States Steel Export Company, New York 


LAWN FENCE - GATES - 
SCREEN CLOTH - 


HARDWARE CLOTH 
RUBBISH BURNERS - 


WIRE MATS 






Aslige 
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the store at regular intervals at 
which times he is “exposed” to 
the sale of other merchandise both 
for the boat and for household 


“Dealers handling outboard 
motors and boats would do 
well to sponsor races.” 


7—Run a boat on waters in 


your territory. 

A salesman for a New Jersey 
hardware store had one of its men 
make trips around the various 
lakes in its trading area in an out- 
board motorboat. The salesman 
visited camps, hotels and cottages 
and left circular matter on out- 
board motors and motorboats, 
together with invitations to visil 
the store. 
8—Conduct outboard motor 


boat races. 


A dealer, located near a new 
development in New York state, 
supervised outboard motor boat 
races for a realty company. These 
events gave this hardware store 
considerable publicity and when 
new residents, in the development, 
talk to the operators about hard- 
ware needs that dealer’s store is 
recommended. Dealers handling 
outboard motors and boats would 
do well to sponsor races, either on 
their own hook or in cooperation 
with dealers handling other mer- 
chandise of interest to summer 
resort visitors and local homeown- 
ers. 


9—Run a boat show. 
A Connecticut dealer conducts 
a boat show, in May of each year, 


sending invitations to approx- 
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imately 1000 people. The names 
are taken from local yacht club 
rosters. Such events not only sell 
outboard motors and boats, but 
also equipment for good size 
yachts, 


10—Offer boat rides. 


A Florida hardware store issued 
formal invitations for boat rides. 
The invitations were in true 
formal style “inviting the pleas- 
ure of the 
prospect for a ride in a new out- 


board motorboat during a certain 


company” of the 


period. 


11—Make fast delivery. 


Says a Georgia dealer, “To 
make fast deliveries, we have two 
trailers and often have both work- 
ing. We often have a new boat 
and motor in the water within 20 
minutes after the customer has 
left the store.” The store keeps a 
boat, all ready for operation on 
a trailer, outside the store and will 
lake it to the water for demon- 
stration on request. Seventy-five 
per cent of the demonstration re- 
quests result in sales of this mer- 
chandise. 


“And He Also 


B USINESS men signing written 
contracts might as well forget 
the things that were orally promised 
by the other party or his representa- 
tive, for such oral promises cannot 
be enforced unless they have been 
included in the written contract. 
“The purpose of a written con- 
tract,” said the Supreme Court of 
Utah in a recent case, “is to put 
in definite form the terms upon 
which the minds of the parties to 
the contract have met. The express 
terms of the written contract may 
not be changed or nullified by parol 
testimony, nor may such parol testi- 
mony antecedent to the reduction of 
the agreement to writing be con- 
sidered where the language of the 
agreement is clear and unambigu- 
ous.” 
Parol” means oral, and you can’t 
put something into or take some- 
thing out of a written contract by 
telling about the other fellow’s oral 
promises. If you attempt to tell 
about those oral promises, the law- 
yer on the other side will show that 


12—-Let the prospect handle 
the boat. 


A Georgia dealer shows pros- 
pects how to operate an outboard 
motor boat and then lets him run 
the boat. He says the prospect 
will “appreciate the simplicity and 
thrill of operating the boat.” 
13—Allow “trade - in” 
chases. 


pur- 


If you are in a district where 
there is a market for used out- 
board motors allow purchasers of 
new motors to trade in their old 
units, providing they are in good 
enough condition for resale. Often 
the person who buys a recondi- 
tioned motor will later bring it in 
for part payment on a new one. 


14—Use direct mail material. 


Direct mail material sent to 
people who are using old equip- 
ment or who are known to be in- 
terested in buying a motor and 
boat is a first class way to keep 
reminding the prospect that your 
store is headquarters for such 
equiment. Manufacturers material 
may be used as well as material 
specially prepared for the store. 


Promised—’’ 


you're just a chiseler who is trying 
to get more than he is entitled to. 

Maybe you have plenty of wit- 
nesses who heard those oral prom- 
ises made. Too bad, but oral testi- 
mony is not “admissible” to vary 
a written contract. Meaning that 
neither you nor your witnesses will 
be permitted to open your mouths 
about it! 





SIMPLE COUNTER DISPLAYS 
ATTRACT MORE ATTENTION 
— SELL MORE MERCHANDISE 


———————~—< 

se a 

4% \ KEEP Yours 
NEAT — 
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MAKE MINE 


THeWHITE 


STEEL TAPE / 


EASY TO READ 


and guaranteed ! 


STEE 


APES 


20,000,000 READERS ARE BEING TOLD 
TO LOOK FOR THIS DISPLAY 


Display this FREE, 3-color metal FAVORITE WYTEFACE 
sign in your window! Your customers recognize it 
because it’s the sign they see featured regularly in 
the K & E FAVORITE WYTEFACE* advertising campaign 
—the biggest ever put behind a steel tape. It’s seen 
regularly by 20,000,000 readers all over the country! 

This display in your window immediately identifies 
you with FAVORITE WYTEFACE . .. creates extra sales 
for you. Your customers know —after one look at 
WYTEFACE— it’s the tape for them! It’s easy to read— 
its sharp, black numbers and graduations are on a 


crack-proof white surface, bonded to the steel . . . pro- 
tected from rust! WYTEFACE is easy to clean... hard 
to kink . . . built for long life! 
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This display in your window puts the WYTEFACE 
advertising campaign to work for you—bringing you 
sales you'd never get without it. Stock and display 
K & E WYTEPFACE steel tapes ... FEATURE this 3-color 
sales-producing display sign! 

Ask your jobber—or write us—for illustrated fol- 
der, complete prices and a free sample of the line. 


* TRADE MARK 


EST. 1867 


KEUFFEL & ESSER CO. 
NEW YORK — HOBOKEN, WN. J. 


CHICAGO + ST. LOUIS 
LOS ANGELES + DETROIT 


SAN FRANCISCO 


MONTREAL 


WYTEFACE 


TRACE MARK 


STEEL MEASURING TAPES 


(LL TAKE THE 


WHITE one 


EVERY TIME 
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Presenting Our Guest Editor 


MILFORD W. HOWE 
Hardware Dealer, 
Canton, N. Y. 


Whose Subject Is 


The Traveling Salesman 


HE old type “drum- 


mer” of yesterday has passed out of 
the picture and a new edition of the 
traveling man has taken his place. 
Traveling man, salesman, sales 
agent, factory representative, or 
whatever title is assigned, the trav- 
eler of today is different from his 
predecessor. Times are different, the 
demand is different and even the 
goods are different. Whether a sales- 
man is an asset or all liability to his 
firm and to those whom he sells, 
rests squarely upon the man himself. 

The old methods of selecting a 
salesman can no longer be tolerated. 
Merchants have no confidence in a 
man who has a job as a salesman, 
just because he could get no other 
type of work. To be an asset to his 
firm and the dealers on whom he 
calls, a salesman must be selected 
from a group of men specially fitted 
for that work. He must be specifi- 
cally trained in his own particular 
field of operation. Today, too few 
salesmen are fitted to the jobs they 
have and dealers must accordingly 
suffer as well as the firms for which 


32 


these men work. To use a popular 
expression, “a salesman must know 
his stuff.” 

To know his “stuff” a salesman. 
must, like a doctor, keep posted on 
new developments and trends in his 
own field. He may garner his in- 
formation from experiences in the 
field, from sales meetings and from 
reading hardware publications. The 
man who reads hardware publica- 
tions and puts their ideas to work is 
more valuable to his firm and his 
dealer-customers. 


Time Wasted 


It has been stated by a western 
wholesalers’ association that too 
much of a salesman’s time is wasted 
waiting to interview merchants. No 
doubt this is true. But whom shall 
we blame? The association says the 
dealer-buyer is to blame because he 
won't listen to the salesman as soon 
as that man enters the store. That 
statement in itself gives the clue to 
better relations between buyer and 
salesman. Too often the merchant’s 





MILFORD W. HOWE 


time is wasted by incompetent, in- 
considerate salesmen. This condi- 
tion has engendered a feeling of re- 
sentment against strange salesmen to 
the point where dealers hate to see 
any of them. Consequently the sales- 
man who deserves attention is hin- 
dered by the actions of certain of his 
associates. If a dealer could be rea- 
sonably sure that all salesmen enter- 
ing his store, would present their 
stories in a concise, understandable 
form he would, no doubt, be glad to 
meet them at once. 

So the dealers want not only mod- 
ern, streamlined goods but modern. 
streamlined salesmen. The modern 
salesman must speak well and be of 
good appearance. He must be in- 
telligent and understanding of hu- 
man nature. At all times he must be 
courteous and be prepared to pre- 
sent his case in a minimum amount 
of time. He must be prepared to ac- 
cept “no” as gracefully as he would 
accept “yes.” It is not necessary for 
him to be a tailor’s dummy. But his 
clothes should be good and well fit- 
ted. Worn seams and cuffs are “out” 
as they reflect straight back to his 
employer as paying a niggardly sal- 
ary. To paraphrase an old saying, 
“If the goods are worth selling, they 
are worth selling right.” 
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KEEP WITHIN YOUR GRASP 
THE POWER TO REGULATE THEM 


HARDWARE AGE 


Is designed to help you do this—Iit will address and mail your Catalogs, 
Booklets, Circulars, Letters, Broadsides, Post Cards, etc., with maximum 
effectiveness, due to all names and addresses being verified and corrected 
right up to the minute of addressing and mailing, to all or part of the 
following lists: — 


483 Shelf Hardware Jobbers in the United States. 


150 Heavy Hardware Jobbers in the United States. 
These are in addition to 373 Shelf Hardware Jobbers who 
andle heavy hardware.) 


10172 Major Hardware Retailers whose sales exceed $30,000.00 
annually and who in the aggregate account for the greater 
part of the retail business of the hardware trade. 


5536 Intermediate Hardware Retailers whose sales are between 
$20,000.00 and $30,000.00 annually. . 


17972 Minor Hardware Retailers whose sales are less than $20,000.00 
annually. 


10355 Builders’ Supplies Dealers. 
1027 Department Stores handling Hardware and Housefurnishings. 


Write for Prices and other Details. 


HARDWARE AGE 


DIRECT MAIL ADDRESSING DEPT. 


100 East 42nd Street - + New York, N. Y. 


DIRECT MAIL ADDRESSING DEPT. 
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ADVANCES 


One line locks. Some makes door holders. House paints. 
One line flue stops. Galv. pails, tubs, etc. Enamels. 
One line ice skates. Some lines work gloves. Floor paints. 


Children’s wagons, etc. 


Competitively priced insulated jugs. 


Paste and glue. Dinnerware. 


Wire rope fittings. 


Hickory handles. Malleable iron keys, blanks. 

Hex. head cap screws. Square head set screws. Heavy tools. 
One line hose reels. Rubber-covered wire. Work gloves. 

Some sizes augers. One number post hole digger. Paint brushes. 
Some sprinklers. Some hose nozzles. Some fishing reels. 


Seine twine. 


Hot pressed, cold punched nuts. 


Sisal, Manila rope. 
Carriage, machine bolts. Plow bolts. 
Sink faucets, valves, etc. 


Bicycles. 


Some makes stoves. 


Cast iron soil pipe. Storage tanks. Steel sinks, cabinets. 

Tarred felt roofing. Jute. Burlap. Elec. fans. 

Rubber covered wire. Leather belt lacing. Low pressure valves. 

Some alarm clocks, watches. Rural mail boxes. Some flashlights. 

Some drop forged tools. Wire brushes. Sheet zinc. Grass Catchers. 





Locks——One line of locks was 
advanced 7 per cent early this month. 
* * * 
Casters— Price advances are ex- 
pected on casters, 
* > * 


Sheet Zinc 
are requiring as long as 30 weeks for 


Sheet zinc mills 


shipment and at prices prevailing at 
time of shipment. 
* . . 

Flashlights Some numbers of 
one line of flashlights have been ad- 
vanced 10 per cent or more. 

* * * 

Wire brushes A 


manufacturer advanced prices on wire 


leading 


brushes about 10 per cent on May 5. 
. * > 
Alarm clocks, watches——One 
line of alarm clocks and watches was 
advanced 10 per cent as of May 17. 
>. * - 
Rural mail boxes 
makes of rural mail boxes were ad- 


Leading 


vanced 5 per cent earlier this month. 
* * . 

Electric fans—Leading makes 

of electric fans have been advanced in 
price, smaller numbers being advanced 


34 


an average of 50 cents each, the floor 


models having been advanced as much 
as $4.50 each. 
* oo % 
Rubber covered wire—As of 
May | prices were advanced by leading 
makers approximately 3 per cent. 





ADVANCES 
EXPECTED 


Casters. Harness and strap work. 

Hunting clothing. Armored BX 
cable. 

Leather belting. Insulated jugs. 





Armored BX cable 


vances on Armored BX cable are ex- 


Price ad- 


pected in June. 
a & ” 


Advances 


Leather belt lacing 
of about 74% per cent have been made 
on leather belt lacing. 

a - ” 


Leather belting 


leather belting are expected to advance 


Prices on 


shortly. 


Harness and strap—Advances 
are expected on the prices of harness 
and strap work. Leading makers, in 
the industry, are about 4 to 6 weeks 
behind in deliveries. 


Bicycles—Leading makers have 
advanced bicycle prices $1.00 per unit 
and orders are for limited delivery. 
Further advances are expected the end 
of this summer. 

Be a * 

Work gloves — Higher prices 
recently put out by leading makers— 
and only for immediate shipment 
range from 10 per cent on lower priced 
cotton gloves to as high as 25 per cent 
on the better leather-palm qualities. 

aa * 7 

Door holders—tIncreases of 10 
per cent were announced as of May 1 
on some makes of door holders. 

* * - 

Flue stops——One manufacturer 
of flue stops announced a recent mark- 
up of slightly over 8 per cent. 

* * * 

Galvanized tubs, etc.—Effec- 
tive May 15 a further advance of 5 per 
cent was made on galvanized tubs, pails, 
etc. 

* a a 

Forged iron hardware—Prices 
were recently withdrawn, from the 
trade, on one line of forged iron hard- 
ware. New and higher prices are ex- 
pected shortly. 

* ” x 

Children’s wagons, etc._-An 
advance, May 5, of about 5 per cent 
by one of the leading makers of chil- 


dren’s wagons, etc., is ascribed in part 





PRICES 
WITHDRAWN 


One line forged iron hardware. 
One line baseball gloves. 

Some builders’ hardware items. 
Some makes stoves. 
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ON TOP OF THE 
FIELD BUILDING 


The Field Building, Chicago, lll., 


is Barrett-roofed. 


T’S Barrett on America’s biggest and 

most famous buildings—and it’s Barrett 
on modest homes and farms all over the 
country. Why? Because it’s a widely known 
fact that Barrett Roofs turn in a perform- 
ance that can’t be topped for durability and 
long term economy. Time-tested and time- 
proved quality has made Barrett ‘‘the great- 
est name in roofing.” 

When you recommend and sell Barrett 
Shingles you profit from the public confi- 
dence built up by Barrett through 87 years 
of roofing leadership. And because Barrett 
Shingles lead in good looks, dependable 


THE BARRETT COMPANY, 40 Rector Street, New York, N. Y. 
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weet, 


service and long life, you’re sure of satisfied 
customers—customers who will recommend 
you to others. That’s the soundest basis on 
which any business can be built. 

Get going with Barrett—for easier sales 
and more of them! 


BARRETT BROAD SHADOW SHINGLES. The unusual 
deep shadow effect of this shingle is the result of 
double thickness of the shingle at the butt, p/us 
the exclusive Barrett Shad-O Band _ built-in 
shadow feature. The Barrett Broad Shadow 
Shingle matches the beauty of much more ex- 
pensive roof materials at a cost no greater than 
that of the average asphalt shingle. 


Barrett Broad Shadow Shingle 
protect this attractive home. 








AND OVER 
A MILLION 
HAPPY HOMES 
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2800 So. Sacramento Avenue, Chicago, Ill. Birmingham, Alabama 
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to difficulty in getting needed supplies 
of sheet steel. 
o & 2 


Baseball gloves— Prices . have 
been withdrawn by one maker, whose 
stock, for the season, has been sold out. 
Jobbers report deliveries are slow on 
nearly all summer sports lines. 

* * * 

Ice skates--One leading maker 
advanced prices, May 15, as high as 
10 per cent on the popular priced 
numbers. 

. 7 7 


Twist drills—The trade is also 
finding it difficult to obtain twist drills 
because of increasing demands for the 
defense program, these demands ex- 
ceeding production. 

7 * * 


Paste and glue—A number of 
advances on paste and glue have 
reached the jobbers, including one cent 
per pound increase, effective May 12, 
on cold water paste used by paper 
hangers. 

>. * . 


Vises Wholesalers who were 
forehanded in building up stocks of 
small and blacksmiths’ vises are still 
able to fill most of their orders. Ship- 
ments of machinists’ vises, from some 
manufacturers, have been very slow. 
* * * 
Precision tools——Excepting for 
occasional odd lots, subject to the 
manufacturers’ convenience. the trade 
is continuing to find it extremely difh- 
cult to obtain calipers, gages, etc. 
. > . 
Bright, brass, hooks, eyes 
Prices are very strong on bright and 
brass wire hooks and eyes and addi- 
tional mark-ups are expected. Ship- 
ments are slow, with manufacturers 
complaining of material shortages. 
+ ” * 
Drop forged tools — Because 
of increased labor costs and advances 
in the costs of various commodities, 


Barcalo Mfg. Co., Buffalo, N. Y., has 
advanced, as of May 14, prices on its 


line. Advances were about 10 per cent 
on pliers, angle wrenches, and screw 
drivers. Advances on other small tcols 
ranged from 15 per cent to 20 per cent. 


* © . 


Dinnerwares — Uniformly 
higher labor costs effective among the 
manufacturers since April 1 have 
brought price mark-ups of 10 to 12% 
per cent in most American pottery 
dinnerwares during recent weeks. Most 
companies are very busy, running per- 
haps three months behind. 
” * * 

Insulated jugs, etc. The 
shortage of insulated bottles and jugs 
continues, and the need to find sub- 
stitutes for aluminum trim is an in- 
creasing problem. Advances have al- 
ready been reported in some competitive 
grade insulated bottles. Mark-ups are 
expected on the higher priced models. 

* * 7 

Brooms and brushes — In 
spite of recent mark-ups on brooms, 
brushes, and feather dusters, manufac- 
turers do not guarantee any definite 
duration of their new prices. Handles 
and wood blocks, as well as_ bristles 
(imported) and fibers going into the 
different types of brooms and brushes, 
have increased sharply in cost, and 
most are very difficult to obtain. 

* . * 

Wire rope and fittings—Wire 
rope has not changed in price since 
October, 1938, and in spite of large de- 
mand for defense construction projects, 
and for shipping, there has been no 
serious interference with usual com- 
mercial shipments. Wire rope fittings, 
because of the galvanized finish, have 
advanced 10 to 20 per cent since last 
vear, and deliveries have slowed up 


greatly. 
7 *. * 


Hunting clothing — Competi- 
tive hunting clothing is expected to 
advance. Manufacturers are facing the 
prospect of the government’s com- 
mandeering their reserves of canvas 


goods, 





Residential Contracts Awarded Best Since July, 1929 


Residential contracts awarded during April 1941 in the 37 states 
east of the Rocky Mountains were, according to F. W. Dodge 
Corp., New York City, highest since July 1929. The volume of 
April awards amounted to $166,462,000, an increase of 38 per cent 
over April 1940 chiefly because of the activity in the building of 


one- and two-family houses. 


As a result of this volume of residential building, 34,780 dwelling 
units were provided, while in the corresponding month last year 
only 27,418 were produced. Private-ownership construction, com- 
prising 83 per cent of the total, continues as the dominant factor 


in residential building. 


All building and engineering contracts awarded in April totaled 
$406,675,000, 35 per cent greater than the volume of $300,504,000 


awarded in April last year. 


While April is 15 per cent below 


March, the decline can be attributed primarily to a 25 per cent 
decline in public-ownership construction due to an abnormal amount 
of defense work included in the March figures. 


Hickory handles Hickory 
handle prices are advancing but con- 
tinue to be supplies with very reason- 
manufacturers. 
Hickory billets are, however, becoming 
scarce. Because of the call for work- 


able service by the 


men for defense industries there has 
been sharp reduction in the amount of 
timber being cut. 


* * ad 


Copper rivets, burrs—Copper 
rivet and burr factories are loaded with 
orders, with shipments delayed. One 
large producer of copper rivets has ad- 
vised customers that it must discontinue 
supplying copper rivets for trade dis- 
tribution, and must operate entirely on 
defense orders. 

* cod oe 

Cooking utensils — Staple 
aluminum ware items are becoming 
more scarce. Cast iron hollow-ware is 
still available in plain finishes, although 
leading makers have discontinued the 
chrome or “silver” finishes. Supplies 
of stainless steel wares are getting 
scarcer. 

* a ~ 

Keys, blanks, ete.-A 10 per 
cent advance on malleable iron keys 
and blanks was made, as of May 6, 
by Corbin Cabinet Lock Co., New Bri- 
tain, Conn. The company has also 
withdrawn prices on a number of items, 
including knobs, pulls, shelf rests, 
screen door closers and numerals. Re- 
vised price lists are not yet available. 


Lock sets — Manufacturers re- 
port continuing difficulty in assembling 
the various necessary parts. Shortage 
of many materials and components 
seriously interferes with their supply- 
ing of complete sets. The scarcity of 
nickel silver, from which cylinder keys 
are made, is leading manufacturers to 
refuse to sell blanks, conserving their 
supplies to be used as keys for their 


own lock sets. 
* we a 


Cap and set screws—Cap and 
set screw prices are very firm. On May 
15 a mark-up was made, by leading 
companies, on hex head cap screws and 
square head set screws of approximately 
10 per cent. Socket cap screws re- 
mained unchanged. Industrial and de- 
fense demands are sharply increasing 
the call for all screws used in metal 


assemblies. 
* ¢ * 


Chain lines — Prices are firm. 
Deliveries are becoming slower each 
week. Manufacturers are suffering many 
shortages and delays in their own sup- 
plies and are trying to fill the heavy 
calls from all government sources. The 
seasonal demand for light coil, halter, 
and tie-out chains is in full swing, with 
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CABINET HARDWARE «* ~« « 


that reflects good taste in design 
and efficiency in service! 











HE installation of National Hardware always 
gives added enhancement to the finished job, 
due to the smartness of the designs and the lustrous 
finishes and also to the smooth, friction-free man- 
ner in which the hinges and catch actions operate. 


National 
CABINET HARDWARE 


Many attractive styles and sizes are embraced in 
this line to meet the requirements and tastes of 
the most exacting. As usual, the one high stand- 
ard of quality of both materials and workman- 
ship assures customer satisfaction. 


All merchandise is carefully packed and labeled 
to facilitate quick sales and to guarantee merchan- 
dise reaching your trade in first-class condition. 


There is a steady sales demand for this type of hard- 
ware. Are you enjoying your share of this business? 


NATIONAL MANUFACTURING CO. 


STERLING ILLINOIS 





No. 760S Cabinet Door Set No.770R Cabinet Door Set No.770S Cabinet Door Set 
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buyers ordering refills because of the 
expectation of higher costs later on. 
- * * 

Saws—Wholesalers are having 
increasing difficulty in obtaining stocks 
of best selling saws from their regular 
sources of supplies. Demands are re- 
ported to be more than double the 
normal calls. Government calls for saws 
are causing the difficulty in obtaining 
supplies. 

_ a os 

Lawn mowers—Some makers 
of lawn mowers report that competitive 
numbers are sold out for this sea- 
son, and can accept no further orders. 
With grass growing unusually well, 
under the spring rains, it is expected 
that a considerable shortage of lawn 
mowers will be felt before the season 
is over. 

* + * 

Hose reels—-Effective May 14, 
one maker of hose reels announced in- 
creases on various patterns ranging 
from 10 to 12% per cent. A leading 
maker of grass catchers reports being 
30 days or more behind on deliveries, 
and asks a new price increase of about 
5 per cent. 

* ” 

Agricultural lines An ex- 
tremely heavy call is reaching the job- 
bers for all items of farm tools, espe- 
cially for shovels and spades, and the 
keeping of complete stocks is becom- 
ing increasingly difficult. A recent in- 
crease on the larger sizes of Iwan 
augers, and on one minor item of post 
hole diggers was announced, but the 
better sellers in this line have not ad- 
vanced. 

* * . 

Sprinklers, etc. — Because of 
brass shortages, several makers of 
sprinklers also have sold out all they 
can supply this season. Since the open- 


ing prices were announced, certain 
types of sprinklers have increased 5 to 
10 per cent in cost, and advances have 
been made also, from some sources, on 
competitively priced hose nozzles, about 
5 per cent, and on better quality noz- 
zles, up to 10 per cent. 

a . * 

Fishing equipment Deliverie- 
are slow on many steel fishing rods, as 
jobbers have ordered heavily, and manu- 
facturers are troubled by shortage of 
aluminum for the handles. Two im- 
portant reel makers raised prices May 
15, about 7% per cent. Trade orders 
are likely to be delayed 4 to 6 months 
due to manufacturers’ machinery being 
occupied with defense production. Seine 
twine makers are not seeking new busi- 
ness, and are 6 to 8 weeks behind on 
orders from regular customers. Ad- 
vances on seine twine have totaled 
about seven cents per pound since open- 
ing quotations were made last October. 

* - a 

Anti-freeze preparations 
Jobbers have formerly specified for their 
Fall requirements of anti-freeze prepar- 
ations and dealers are being urged to 
order early, for the government is mak- 
ing great inroads on the glycerine sup- 
plies, glycerine being a component in 
permanent anti-freeze preparations. The 
government is also using large quanti- 
ties of alcohol and this is a necessary 
ingredient in the less permanent types 
of anti-freeze solutions. 

* +e * 

Plumbing lines Prices on 
plumbing enamelware and pottery have 
been firm, but unchanged, since the ad- 
vance of about 7% per cent last year. 
Any further increases will depend upon 
the material markets. Supplies of 
plumbing pottery closet bowls and 
urinals — have been delayed by the 
heavy calls for outfitting army canton- 
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ments. Enamelware fixtures are less 
difficult to obtain, and in general dis- 
tributors have kept their stocks com- 
plete. 


Cast brass plumbing goods— 
Cast brass goods, such as sink and bath 
faucets and valves, have been in poorest 
supply recently, with manufacturers 
handicapped by difficulty in obtaining 
screw machine parts, brass rods, etc. A 
new advance of 5 per cent on most of 
these items was reported this month. The 
substitution of plastic soap dishes for 
sink faucets and for independent sale, 
is becoming general because of the 
scarcity of brass. Tubular brass goods 
(traps, strainers, etc.), while coming 
through slowly, are in much better 
shape than cast brass items. 


Soil pipe—The heavy call for 
cast iron soil pipe and fittings for camp 
installations has put manufacturers two 
to four months behind on orders. Prices 
are now about 20 per cent higher than 
a year ago, including a 2% “point” in- 
crease on May 12. Storage tanks took a 
16 2/3 per cent mark-up, effective May 
i0, and steel sinks and cabinets ad- 
vanced 10 per cent on May 15. Malle- 
able pipe fittings are slowed by shortage 
of zinc for galvanizing, and manufac- 
turers are experimenting with substitute 
coatings in case the zinc situation—as 
seems likely—shall later become more 
acute. 


Stove lines—Conditions of sup- 
ply are becoming more acute for the 
jobbers each day, because of the manu- 
facturers being called upon to give up 
a large share of their productive capac- 
ity for defense purposes. Rising labor 
costs and some strike set-backs have in- 
terfered further with shipments, and 
some wholesalers feel certain that a 
major shortage in stoves and ranges 
will be experienced this fall. Many 
stove manufacturers have withdrawn 
prices, and new quotations sheets which 
have thus far been received are averag- 
ing close to 10 per cent higher than at 
the beginning of the year. 


* * * 


Sisal and manila rope—Higher 
costs of manila fibre, and increasing 
shortage of shipping facilities from the 
Philippines, have forced cordage manu- 
facturers to rely upon their rapidly 
diminishing stocks of fibre, with much 
uncertainty as to future receipts. The 
demand for rope is very good, and 
advances appeared last week. Prices on 
all grades of manila rope were ad- 
vanced two cents per pound on May 20, 

(Continued on page 76) 
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CAWN-FENCE SALESMAN ~ ages 


When 3-year-old Billy was caught just before he stepped Its superior zinc coating is applied electrically. It is 


in front of a passing car, the little fellow clinched a tighter, purer, more uniform in thickness than any 
lawn-fence sale on the spot... other zinc coating on the market. Furthermore, betha- 
Who got it? nized lawn fence is woven of heavy copper-bearing 


wire—a powerful rust-fighter in its own right. 
The local bethanized fence dealer. : ; 
Get in a supply of bethanized lawn fence. It looks 


Why? well, sells better. It has the rust-resistance which safe- 
Because bethanized lawn fence offers a set of selling guards customer good-will. Bethanized lawn fence is a 
points that no other brand can completely duplicate. mighty profitable line to handle. 


Bethanized Fence 





BETHLEHEM STEEL COMPANY | 
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Cooperation With 
Dominates Mill 


OOPERATION with 
the National Defense Program and 
its effect on industry and the dis- 
tribution of industrial supplies were 
the dominating topics of discussion 
at every session of the Triple Mill 
Supply Convention, held at the 
Palmer House, Chicago, Ill., May 5 
to 8, 1941. The Southern Supply and 
Machinery Distributors’ Association. 
Inc., National Supply and Machinery 
Distributors’ Association and the 
American Supply and Machinery 
Manufacturers’ Association, Ine.. 
held separate and joint sessions in 
accordance with their customary an- 
nual convention procedure. 


Defense Problems 


Members of all three associations, 
now serving or who have served on 
Defense Committees under the Office 
of Production Management (OPM). 
made informal talks dealing with 
defense problems, the effect of the 
defense activity on manufacturing 
and industrial supplies distribution 
and suggested tangible means for 
producers and distributors to coop- 
erate with the Federal Government. 
through OPM, in furthering the de- 
fense program. They all made it 
quite clear that the defense pro- 
gram is an “all out” project which 
it is hoped will be accomplished 
through cooperative volunta y sup- 
port—but. it was emphasized, if 
proper progress is not made the vol- 
untary way, more drastic steps may 
be expected as there will be no 
temporizing with this vital program. 


SPEAKERS: 1—H. K. Clark, 
Norton Co. retiring American 
president; 2—H. F. Seymour, 
Columbian Vise & Mfg. Co.; Dan 
W. Northrup, Henry G. Thompson 
& Son Co.; 4—Robt. L. Hamilton, 
The Dumore Co.; 5—C. C. Cham- 
berlain, Jenkins Bros. 


All speakers on this subject con- 
veyed the definite impressions that 
despite the immense details of the 
defense activity, considerable prog- 
ress is actually being made. It was 
made equally clear that any notions 
about “business as usual” was very 
much out of the question, as_ the 
current emergency requirements ne- 
cessitate full utilization of most of 
our productive capacity and the 
bulk of certain essential raw mate- 
rials. Some hope was expressed that 
this pressure might be relieved 
somewhat when all factors are thor- 
oughly organized and_ functioning 
at maximum efficiency, but no men- 
tion was indicated as to how soon 
that happy time might come to 
pass. 

This phase of the program was 
opened by Mason B-itton, vice- 
chairman, McGraw-Hill Publishing 
Co., now serving OPM as director, 
Tools Section, Division of Produc- 
tion. He was followed by H. H. 
Kuhn, Hardware & Supply Co., Ak- 
ron. Ohio, former chief, Mill Equip- 
ment and Supplies Unit of the same 
group, and H. F. Seymour, Colum- 
bian Vise & Mfg. Co., now serving 
OPM’s Industrial Supply Section. 
Hartley Barclay, editor, Mill and 
Factory, discussed “Protecting the 
Industry Against Direct Hysteria,” 
using lantern slides to illustrate the 
trend toward direct buying, which 
has been present in each emergency 
period, due to what he said was mis- 
information regarding the economy 
of direct buying instead of buying 
through distributors. 


Small Order Losses 
H. K. Clark, Norton Co., presi- 


dent of the American, said it would 
take a completely aroused American 
public to give the defense project 
the speedy development it required. 
He felt that too many citizens are 
not fully aware of the seriousness 
of the situation and do not appre- 
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the National Defense Program 
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1- ciate the scope of the program, now 
ut getting under way. 
e ; Purchasing agents can cooperate, 
5 George E. Price, Goodyear Tire & 
s Rubber Co.. said, by buying only 
s needed goods and thus avoid any 
y hoarding of materials and finished 
e i goods needed for defense. 
“ The importance of knowing costs 
f was stressed by C. C. Chamberlain. 
e Jenkins Bros., who said this should 
be a cardinal principle in the oper- 
t ating of a distributing business, 
l particularly on major lines. Even 
| without precise data, he felt that an 
2 approach to understanding costs 


; would permit more intelligent dis- 
1 cussions of margins and to better 
) management. 


Resale Price Schedules 


z In a discussion of distributors’ re- 
: lations, D. W. Northup. Henry G. 
- Thompson Son Co., chairman of 
that committee. urged greater at- 
tention to maintenance of resale 
price schedules as one factor in de- 
ducing small order losses. a subject 
on which he has given much study 
} and contributed many worthwhile 
reports. L. M. Knouse, Stanley 
Electric Tool Co., pursued this sub- 
ject further telling of a study made 
in Connecticut which uncovered a 
report that 25 per cent of all orders 
were for less than $5, totaling 9.1 
per cent of the volume and that 40 
per cent of orders were for less than 





COMMITTEE: A bright spot of 
entertainment features during the 
Chicago Mill Supply Convention 
was Stag Night, “Gay Ninety Re- 
vue” with barber shop quartettes 
singing old time favorites and 
kindred acts. Here is the special 
Chicago committee dressed up 
specially for the occasion, left to 
right: Samuel H. Clark, Samuel 
Harris & Co.; Oscar Iber, O. Iber 
Co.; Carl Channon, Great Lakes 
Supply Co., and P. Kramer, H. 
Channon & Co. 
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At Chicago May 5-8, 1941 


In a later session Oscar Iber, O. 
Iber Co., and chairman of the Chi- 
cago Convention Committee, gave a 
talk based on a study made among 


40 per cent representing 2.6 per 
cent of the total, and further that 
orders for less than $10 are not 
profitable. 
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OFFICERS ELECTED, left to right: 1—American Association, Herb P. Ladds, National Screw & Mfg. Co., 
vice-president; Robert G. Thompson, The Lufkin Rule Co., president, and A. A. Murfey, Cleveland File Co., 
vice-president. 2—National Association; A. J. Glesener, A. J. Glesener Co., vice-president, and H. V. Water- 
man, Hendrie-Bolthoff Mfg. & Supply Co., president. 3—Southern Association, J. B. Crimmins, Mills & 
Lupton Supply Co., president, and Howard M. Schramm, Turner Supply Co., vice-president. 





SPEAKERS: 1—L. M. Knouse, Stanley Electric Tool Co. 2—J. S. 
Disston, Henry Disston & Sons Co., Inc., retiring American treasurer. 
3—Carl A. Channon, Great Lakes Supply Co., newly elected National 
vice-president for areas 3 and 4. 4—Roger Tewksbury, Oster Mfg. Co. 
5—Oscar Iber, O. Iber Co., chairman Chicago Convention Committee. 
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members of the Central States Mill 
Supply Association of which he is 
also president. This report showed 
one-third of all orders were for less 
than $5 and that another one-third 
represented 88 per cent of the total 
business. He had lantern slides 
showing typical small order invoices 
and traced small orders through the 
shipping. bookkeeping and _ order 
departments to illustrate the costs 
facto~ that are so serious in solving 
this problem. 


Open Forum 


An open forum on the effect of 
the defense program on the distribu- 
tion of industrial supplies, with 
particular relation to supply and de- 
mand, deliveries, price trends, etc., 
was handled by: R. L. Hamilton. 
The Dumore Co.; J. S. Disston. 
Jr.. Henry Disston & Sons, Ine.; 
H. P. Ladds, National Screw & Mfg. 
Co.: S. W. Gibb, Yale & Towne 
Mfg. Co., and W. F. Caldwell, 
Cleveland Twist Drill Co. 

The American held two clinic ses- 
sions. These were “Distribution 
P:oblems Created by the National 
Defense Program” handled by W. 
W. Anderson, Nicholson File Co., 
and C. O. Drayton. American Screw 
Co., and “Would You Permit Your 
Distributor to Handle a Secondary 
Line?” handled by P. M. Arnall, 
The Ohio Injector Co., and Roger 
Tewksbury, The Oster Mfg. Co. 


HARDWARE AGE 








See 





SRN i ETS 


a 


SEs ea a a 








wT 








aE 





THE SECRETARIES 


These discussions were executive 


sessions to encourage informal f:ee 
discussion. 


The National Association re- 
viewed the cash discount situation 
and decided to continue aggressively 
its efforts for a standard discount 
of 2 per cent. Expressing this deci- 
sion the association passed the fol- 
lowing resolution: 


“WHEREAS, reduction of or de- 
viation from the standard cash 
discount terms of 2 per cent from 
one monthly statement not only 
inflicts a loss on distributors but 
adds to thei- costs by increasing 
their clerical, bookkeeping and 
accounting work, therefore be it 

“Resotvep by Members of the 
National Supply and Machinery 











ALVIN M. SMITH 


™ HANSON Smith-Courtenay HENRY R. 
American’s Co. Retiring South- RINEHART 
Secty.-Mer. oe — National Secty. 


Alvin M. Smith has been secretary-treasurer of the Southern Supply & 

Machinery Distributors Association for many years and has been an ef- 

ficient and popular manager for that group. He resigned at the Chicago 
convention that he may devote his entire time to his business. 


dent, and Andrew G. Carey, Carey 
Machinery & Supply Co., vice-presi- 
dent for areas 1 and 2; Carl A. 
Channon, Great Lakes Supply Co.. 
vice-president for areas 3 and 4; A. 
J. Glesener, A. J. Glesener Co., vice- 
president for areas 4 and 5. Ameri- 
can—Robert G. Thompson, Lufkin 
Rule Co., president; H. P. Ladds, 
National Screw & Mfg. Co., and A. 
A. Murfey, Cleveland File Co., as 
vice-presidents, and A. C. Kingston, 


SPEAKERS, left to right: Roy D. Baldwin, S:monds Saw & Steel Co.; Boston Woven Hose & Rubber Co.. 

James M. Bates, Moore-Handley Hardware & Supply Co., retiring as treasurer. 

Southern president, and A. R. Smith, Boyer-Campbe:l Co., retiring : , i 
National president. (See Chart on page 71) 


Distributors’ Association that we 
hereby recommend to manufactur- 
ers that they conform to the 
standard terms that have always 
prevailed in our indusrty and 
which are now allowed by the 
great majority.” 


Roy D. Baldwin, Simonds Saw & 
Steel Co.. and A. B. Fritts, Norton 
Co., led a discussion on catalog 
making, proper page sizes for cata- 
logs, a review of sales promotion 
pieces, ete., which will be presented 
later in a formal published report. 


Officers Elected 


All three associations elected new 
officers to major positions as fol- 
lows: Southern—J. B. Crimmins, 
Mills & Lupton Supply Co., p-esi- 
dent; Howard M. Schramm, Turner 
Supply Co., and P. Pidgeon, Pidgeon- 
Thomas Iron, as vice-president, Na- 
tional—H. V. Waterman, Hendrie & 
Bolthoff Mfg. & Supply Co., presi- 


MAY 29, 1941 





SPEAKER: A. B. Fritts, Norton Co. and one of his poster exhibits 
depicting typical overstuffed catalog carried by distributors’ salesmen. 


43 

















TRADE TRAFFIC BUILDERS 


COMMUNITY PROMOTION IDEAS THAT 
IMPROVE RETAIL HARDWARE SALES 


pit wie a ~~ 
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Socks for Baby 


New babies can use a lot of 
socks in one day (you know why) 
so one wise merchant gains much 
good will by sending a pair of 





socks as a gift to each newly born 
baby. He gets the names of the 
babies from public notices. This 
builds good will for the merchant 
and also wins plenty of new cus- 
tomers. 


Blue Room 


From the standpoint of prestige 
and traffic, a “Blue Room” has 
paid dividends for one merchant. 
This is a small auditorium in the 
store, seating only 100 people. 
Local clubs arrange their own pro- 
grams for the use of this room, 
staging such things as lectures, 
book discussions, etc. Lunches 
are served at cost, if ordered. The 
store has a hostess to handle all 
arrangements. More than 1800 
women a month have been visiting 


this “Blue Room.” 


Entertain Teachers 
and Kiddies 


Merchants of Sioux Falls, S. D.. 
through their chamber of com- 
merce played host to school teach- 
ers and rural children recently 
and helped them see the city and 
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tour the industrial plants. More 
than 800 kiddies were shown the 
town and given free lunches and 
ice cream. This is a trip the kids 
will remember to tell their parents 
about, hinting that Sioux Falls is 
a good place to go to buy and 


visit. 


Beach Wear Review 


Pretty ladies always attract at- 
tention, so merchants of Frederick. 
Okla., annually hold a beach wear 
review and bathing beauty con- 
test which always draws big 
crowds and brings business to 
town. Merchants all cooperate by 
featuring displays of items that 
sell well in summer. 


Chat With 
The Mailman 

One rural merchant works on 
the theory that folks always tell 
rural mail carriers their troubles. 
their desires. etc.. so he takes the 





“BETTER GIT ON OUT TO JOHNNIE HEPNER'S 
-THE'RE AMINO To BUY ANEW STovE” 


trouble of cultivating the acquain- 
tance of these men. When they 
chat with him, they invariably tell 
of some farm family that wants 
merchandise the merchant handles. 
The wise merchant contacts these 
people and makes sales. 


Animal Birthdays 


One retailer who knows the 
value of publicity, helps celebrate 
the birthdays of the important ani- 
mals at the local zoo. He publishes 





a picture of the animal in his 
newspaper ad and also has a large 
cake sent to the zoo. The stunt 
brings him publicity and plenty 
of business too. 


Doughnut Dunkers 


When the farmers of the com- 
munity held an institute in Lady- 
smith, Wis., the local business men 
took their cue from the forma- 
tion of the Amalgamated Dough- 
nut Dunkers of America to stage 
a good will program. They desig- 
nated the date as “Doughnut Day.” 
Free doughnuts and coffee were 
served in many of the stores 
throughout the day. Then, after 
the farmers had completed their 
own program, the merchants 
staged a doughnut eating contest. 
The county was divided into three 
sections. The first man from each 
section to eat three doughnuts and 
then whistle, was allowed to enter 
the finals. Prizes in the finals 
were given those who consumed 
the largest number of doughnuts 


dunked if desired. 
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NOW 


r . . . 
THERMOS leads the way toward profitable summer picnic 
and outing business . . . the very word “Thermos” suggests 






ees ° 99 
picnic to your customers. 


- sh: > © is Siz a > si SS © nie ‘i 
To get your share of this sizeable business, fix up a picnic @ INE “PICINCKER”—Smert lecther- 


merchandise counter or window display with a center piece of ette carrying case complete with two 
quart Thermos brand vacuum bottles and 
metal sandwich box. 





Thermos brand vacuum ware—bottles, food jars, picnic kits. 
“Thermos” offers fun for your customers and volume for you. 


Maye look for the Teade Wark 


THERMOS 


TRADE-MARK REG. U.S. PAT. OFFICE 


on Wee Cotton of The Cottle 








@ Thermos brand food jars—large open- 4 
ing permits the insertion of solid food or 
ice cream. Quart size fits in “Picnicker.” 


(STATED CAPACITIES ARF APPROXIMATE) [ 


THE AMERICAN THERMOS BOTTLE COMPANY, NORWICH, CONN. 


Thermos Bottle C 
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SPRAYING AND GARDENING EQUIPMENT WINDOW 


Merchandise: Garden cultivators, hand cultivators, hoes, cultivator shovels, 
dusters, tank sprayers, knapsack sprayers, bucket sprays, barrel sprayers, hand 
sprayers of all types, insecticides, and fungicides such as arsenate of lead, bordeaux 
mixture, arsenate of calcium, paris green, potato spray, dry lime sulphur, fly spray, 








and popular selling sprayers. 


Background: Center panel of vermilion corrugated board or wallboard painted. 
Side panels of yellow material. Cut-out letters on center panel in yellow and cut- 
out letter on side panels in black on white or yellow beckground. 


Feature Spraying and Gardening 


Equipment Now! 


P, for business now 


on spraying and cultivating goods. 
These products are, or will soon 
be, in demand in your community 
and you must get the sales on this 
line within a relatively short time. 

The average customer usually is 
not too familiar with spray mate- 
rials. Bear this in mind when the 
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window is being planned. An ar- 
rangement for this merchandise is 
suggested on this page. However, 
when this is installed in the store, 
small cards should be made up 
containing information about each 
spray material and these should 
be placed along side of the par- 
ticular insecticides or fungicides. 


List on each card the purpose 
for which the spray material is 
best suited and be sure that the 
products raised generally in the 
community are covered. Custom- 
ers will be very much interested 
in this data. Do not give too 
much information but try to stim- 
ulate customers to come into the 
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Keystone 
Popa 


Many materials scarce! Prices changing! Employment up! Deliveries 
delayed! Wages increased! Retail sales at new peaks! 1941] defi- 
nitely challenges the resourcefulness of every Housewares buyer. 

Only by shopping the greatest possible number of lines, in the 
shortest possible time, can you insure prompt deliveries, maximum 
sales and profits in 1941. 

Only in The Merchandise Mart can you find so many outstand- 
ing leaders in the Home Furnishings field—including Housewares 
and Appliances; Toys, Games and Wheel Goods—concentrated 
for your convenience in a single building which is literally THE 
KEYSTONE OF PROFITABLE RETAILING! 


INTERNATIONAL 
HOME FURNISHINGS MARKET 


July 7 to 19 
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1956 
HOME FURNISHINGS 


LINES 
INCLUDING: 
Housewares and 

Appliances 
Tays, Games and 
Wheel Goods 
China, Glassware and 
Pottery 
Lamps and Shades 
Gift and Art Wares 
Linens and Domestics 
Curtains and 
Draperies 
Furniture 
Floor Coverings 





THe MERCHANDISE 


THE BUYING CAPITOL OF THE NATION ~- WELLS STREET AT THE RIVER 


CHICAGO 


MAY 29, 1941 


MART 


47 














BATH ACCESSORIES WINDOW 





ACCESSORIES 
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Merchandise: Medicine cabinets, clothes hampers, toilet seats, towel bars, soap 
dishes, water glass holders, bath brushes, toilet bowl brushes, electric room heaters, 
drain pipe opener, toilet paper holders, toilet paper, shower heads, tub and lavatory 
faucets, faucet and bib washers, bath stools, bath scales, rubber stoppers, tub and 
lavatory httings, tank balls, tank floats, bath room lighting fixtures, glass shelves. 


Background: Center panel of lilac or purple corrugated board or wallboard 
painted. Side panels of yellow material. Cut-out leters of yellow corrugated board. 


store to find out how to use the 
product in specific cases. 


Feature Sprayers 


A table devoted to this line of 
merchandise and the related spray- 
ers should be set up in the store 
at the time the window is installed. 
Mass displays of these products 
will create the impression that you 
carry a large stock and that you 
know your business. Be sure to 
have charts in a handy place show- 
ing how and when all spray ma- 
terials should be used. Some dis- 
cussion in a store meeting on this 
subject will give the salespeople 
an opportunity to ask questions 
and become a little more familiar 
with this line. 

A popular type of sprayer in 
your community might be fea- 
tured on one end of this table 
while the other end could be used 
to show the most used spray ma- 
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terial. Large show cards on these 
items will attract attention to the 
entire table. 


Bath Accessories 

Bath accessories are a _ year 
‘round business in those retail 
hardware stores that have set 
themselves up as a headquarters 
for this merchandise. Home own- 
ers are always making improve- 
ments and changes in the bath 
room for this is one of the most 
used rooms in the home and ac- 
cordingly requires more frequent 
refinishing and replacements. 

Establish a bath shop and pro- 
mote this department as a shop if 
you want to attract people to the 
store. This means that some spot 
must be carefully planned in order 
to show all the items and to pro- 
vide for the addition of new goods 
as they are brought out. 

This department should be lo- 


cated in a traffic spot whenever 
possible. When this cannot be 
done make the department the 
brightest spot in the store so that 
it will draw people. A few flood- 
lights and spotlights will do this 
job efficiently. 


Pipe Fitting Table 

Not all of the profitable busi- 
ness in plumbing accessories is in 
the attractive merchandise. Many 
dealers have found that pipe fit- 
tings sell much better when shown 
on tables and a number of them 
have given over one table to show- 
ing the more popular types of fit- 
tings. 

Another line that can be pre- 
sented on a table with a step-up 
fixture is faucets, bibs, bib wash- 
ers, and toilet and lavatory re- 
placement parts. This merchan- 
dise frequently can be shown on 
the pipe fitting table. 
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Agent’s Authority 


HERE a business man makes 

a deal through an agent osten- 
sibly representing the other party 
to the transaction, what redress has 
he if the other party repudiates the 
transaction by claiming that that 
alleged agent had 
represent him? 

If the business man can prove that 
the agent actually had authority to 
act for the other man, he can en- 
force the deal. But, curiously, even 
if the agent comes forward and tes- 
tifies to the authorization given him 
by the other man, that will be of 
no help. 

“Agency cannot be proved by the 
statements of the alleged agent.” 
said the Supreme Court of Georgia 
That the principal author- 


no authority te 


recently. 
ized the agent to act for him must 
be proved in some other way. 

Courts often say that one who 
deals with an agent has the burden 
of ascertaining what the agent’s au- 
thority is and also, if it becomes 
necessary, the burden of proving the 
agent’s authority. 

Good idea to get written confirma- 
tion from the principal! 


“You'll Have To 
Be Searched !”’ 


HE employee of a 
hou:e suspected that a certain 


business 


man had stolen a sum of money 
from an automobile at his place of 
employment. The accuser did not be- 
lieve the suspected man’s denial and 
demanded that he be searched. 
Then. according to the suspected 
thief’s petition later filed in court: 
“The manner of the accuser’s actions 
and tone of his voice made it clear 
that there would be further serious 
trouble if plaintiff did not allow him- 
self to be searched, <0 in view of all 
these permitted 
himself to be detained there against 
his wishes and to be searched. The 


circumstances he 


accuser personally searched plaintiff 
all over in the presence of several 
people and did not find his money 
on plaintiff's person.” 

“The plaintiff,” said the Georgia 
court, “might reasonably 
that force would be used to restrain 
him from leaving. or refusing to be 
searched if he did not consent to 


assume 


being searched.” 

The facts. concluded the court, 
were sufficient, if proved, to make 
out a case of false imprisonment. 

Pretty expensive at times to get 
“tough” on suspicion only! 


MAY 29, 194] 
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could TALK... 


... it would give you some 


valuable pointers on how 


= it likes to be treated. 


I—Don't overstock. If you are not turning your stock every 4 to 6 months, 
give it a break. Try a front table display. 
2—Move old stock first. All cases and drums of DP Products are dated 


for your convenience. 


3—Don't open more than a case at a time. Containers keep fresh and 


clean in cases. 


4—Rough surfaces dry out more rapidly. After weighing out putty from 
drums, smooth off top and sides. 
5—There is a difference in putties. Recommend the proper grade and 


kind for the job. 


DP PRODUCTS are so scientifically ground and mixed that every pig- 
ment particle is thoroughly coated with oil. There are never two dry 


particles in contact with each 
precautions are taken. 





WOOD SASH PUTTIES 
Commercial ... Reliable... 
Strictly Pure Linseed Oil... 

Primeless ... White Lead 


METAL SASH PUTTIES 
Steel Sash ... Casement... 
Monitor 


SPECIAL PUTTIES 
Greenhouse . . . Plumbers... 
Core . . . Aluminum Metal 
Sash . . . Federal and State 

Specifications 
COMPOUNDS 
Glazing . . . Caulking... 
... Aluminum Plastic... 
Painters 











DICKS-PONTIUS 


other. They will stay this way if proper 


Dealers have found that it pays to con- 
centrate on DP Products. A wide selec- 
tion . . . finest quality . . . and a heritage 
of more than 50 years’ leadership and 
experience solely in the manufacture of 
putties give DP Dealers unrivalled source 
of supply. 

Featuring the DP line enables you to meet 
all competition with a comparatively small 
investment and a rapid turnover. 

DP PRODUCTS are sold only through 
recognized jobbers. Ask your jobber for 
prices on a representative stock in con- 
tainers from | lb. cans to 400 Ib. drums. 


THE DICKS-PONTIUS CO., DAYTON, OHIO 





ie ’ 


PUTTIES 
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News of Retailers, Jobbers, 


and Manufacturers and 
Salesmen 


HARDWARE AGE FOR 


R. W. TURNBULL ELECTED HOTPOINT N. E. HOUSEWARES CLUB | Elmer Proctor of the Jordan 
. . ; T. Mullen of 


PLANS PARTY. JUNE 18 Marsh Co., Norton T. ! 
EXECUTIVE VICE-PRESIDENT | 4, . ecting in the Parker the Taylor Smith & Taylor Co. 


Leon Thomas of the Lincoln 














Following the annual meeting | A. Rose, as vice-president in | House it was announced that the 
of the board, A. D. Byler, | charg of manufacturing. Other | ninth annual outing of the House 
president of the Hotpoint Com- | officers are: W. H. Booth, hon-| wares Club of New England 
orary chairman of the board; | would be held at the Stow Coun 
George A. Hughes, chairman of | try Club, Stow, Mass., Wednes 
the board; A. D. Byler, presi- | day, June 18. Plans were made 
dent; G. W. Scott, secretary and | to make it the largest outing in 
treasurer; W. H. Perry, assistant | the nine years of the club’s ex- 
secretary, and W. Jarva, assistant | istence, with an unusually large 


secretary. <ports program as well as entet 
Mr. Turnbull, who now be- | tainment and dancing. 
comes Hotpoint’s executive vice- Some of the highlights of the 


president, has been the com-| sports events planned are: the 
pany’s first vice-president :ince | annual golf match, baseball o1 
March, 1940. He was vice-pres- | softball games between the buy 
ident in charge of sales from | ers and salesmen, also foot races, 
1931 to 1940. various novelty races for women. 

Mr. Turnbull began his appli- | swimming meet, shuffle board 
ance career in 1909 as a sales- | tournament, horseshoe match, 
man for the Southern California | ping pong tournament, tennis and 
Edison Co. The following year | various other games of amuse 
he joined the Pacific Electric | ment for both men and women 





Heating Co. Ontario, Calif.,| participants. It was also an PETER BASS 
; é which made the original line of | nounced an outstanding name 
8. W. TURNBULL “Hotpoint” electric appliances. | band will be secured for the eve 
When the present “Hotpoint” or- | ning’s dancing and_ entertain- | Stores, Fred Groppe of the Dover 
pany, Chicago, Ill., announced | ganization was formed in 1918, | ment. Stamping Co., and Joseph McEI- 
the election of R. W. Turn-| he became sale- representative The committee is headed by | roy of the Jordan Marsh Co. Also 


Wooster Rubber Co., Joseph J. | dent of the club; Bill French of 
Kelly of the Tavern Products. | the Boston Post, and Louis 
George C. Cook of the Jone: | Borans, publicity director of the 


JERSEY PAINT DEALERS’ | are: Michael Rubenstein, presi- | MeDuffee and Stratton Co.. | club. 


bull as executive vice-president; | for the Pacific Northwest, and in | Chairman Peter Bass of Bigelow | guests attending who partici- 
J.C. Sharp, vice - president | 1924 was made Pacific Coat dis- | & Dowse Co., and comprised of | pated in the discussion of plans 
in charge of engineering, and I. | tric manager. Irving F. Moulton, Jr., of the were Charles J. Hauver, presi- 


FIELD DAY. JUNE 8 dent; vice-president, Max Kauf- 
At the regular monthly meet- | ™4": treasurer, Louis Nadel 
ecretary and counsel, Theodore i — 


ing of the Hudson County Paint | ‘' 
Dealers Association, Jersey City, | Sehwartz; board of governors, 


plans were made how tee annual Nathan Israel, Sidney Farbstein, ‘eeecons: NAMED BENDIX APPLIANCE 
outing to be held at Saltz’s Ho- | Samuel Dashev and Sol Sherman. EXECUTIVE VICE-PRESIDENT 


tel, Mt. Freedom, N. J... on Sun 
day, June 8, 1941. The event, | Hugh R. Johnston has been 
which is a yearly occurrence, is a <a “it deste . ae: 
field day for dealer:, their fami TRIPLEX SCREW CO. suai dae aoe 
lies and employees, manufactur EXPANDS PLANT of South Bend, Ind. He was rs 
ers and salesmen. After a full The Triplex Screw Company, merly with the Atlas Corp. 
course dinner, a baseball game | Cleveland, Ohio, has completed Mr. Johnston was formerly 
between the salesmen and dealers | for occupancy a new building 80 treasurer of the Guaranty Trust 
will take place. Also other ath- | by 100 feet, adjoining its plam Co. of New York, which position 
letic events will be held. Chair- | on Grant Avenue. The new build- he resigned to become pre-ident 
man of the affair is Nathan | ing is the second unit acquired | of Sterling Securities Corp. at its 
Israel of J. Israel & Co., Gutten- | in the last two years and houses inception in 1928. This company 
berg, N. J. Members of the com- | additional heat treating facilitie was merged with Atlas Corp. in 
mittee are: S. Sherman, Harry | as well as warehouse space. Com- October, 1936. 
Rubinstein, S. A. Dashev and | pany states that the new hat Mr. Johnston is a director of 
H. Soled, all of Jersey City, N. J. | teries of modern electric furnaces Adams Express Co., Southern 
Plans were also made for the | step up the production capacity Express Co., Railway and Ex- 
extension of the credit and col- | on cap screws and bolts of higher press Co., American International 
lection system and for the pro- | carbon content and greater ten Corp.. Securities Corp. General. 
longing of the educational pro- | sile strength, for which the de- Bendix Home Apovliance-, Inc., 
‘vram. mand is high in defense manu- Mississippi Valley Barge Line Co. 
The officers of the association | facturing and automotive field-. HUGH R. JOHNSTON ‘ and United Collieries, Inc. 
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AGE WHILE IT’S NEWS 


THE TRADE 


MAY 29, 1941 


J. M. WITTEN NOW VICE-PRESIDENT, 
WESTERN IMPL. HDWE. ASSOCIATION 


J. M. Witten, vice-president and 
manager of the Witten Hardware 





J. M. WITTEN 


JOHN H. COLLIER HEADS 
CRANE COMPANY 


John H. 
elected president of the Crane 
Co., Chicago, Ill., manufacturer 
of plumbing equipment. He suc- 
ceeds the late Charles B. Nolte. 
Mr. Collier has been vice-presi- 
dent in charge of manufacturing 
for the Crane Co. since 1933 and 
has been associated with the com- 


pany for 38 years, beginning as a | 


coremaker’s helper. 


ATLAS ASBESTOS BUYS 
“FLAMEMASTER” WICKING 


The Atlas Asbestos Co., North 
Wales, Pa., has purchased the 
rights, title, and interest to the 
manufacture and sales of “Flame- 
master” and other wicking as 
formerly manufactured by the 
Triplewear Brake Linings Corp., 
Paterson, N. J. The Atlas As- 
bestos Co. manufactures “Glas- 
wik.” 


TRU-TEST MERCHANDISING 
MEETING, JUNE 22-24 

L. L. Oakes has announced a 

general merchandise meeting of 


the Tru-Test Marketing & Mer- 


chandising Corp., in the Mer- | 
chandise Mart, Chicago, IIl., June | 
22-24. Plans for the meeting in- | 


clude the display of major Tru- 
Test merchandise lines for fall, 


MAY 29, 1941 


Collier has _ been | 


| Co., Inc., Trenton, Mo.. was 
elected vice-president of The 
| Western Retail Implement and 





Hardware Association at the an- | 


| nual spring board meeting of the 

association, May 12. He sue 

| cee ds the late Clarence R. 
Waters. 

Mr. Witten has managed the 

Witten Hardware Co., Inc., since 

the death of his father, T. N. 


Witten, who was president of the | 


Western Association in 1916. For 
the past two years Mac Witten 
has been a director of the asso- 
ciation and previous to his re- 
turning to Trenton, was an asso- 


| manager to supervise the com- 


ciate editor of Harpware Ace. | 


His vacancy on the Western's 
board has been filled bv Ed Fitz- 
gerald of the Fitzgerald Hard 
ware Store, Colbv, Kan. 


for Christmas and the spring of 

| 1942. Tru-Test rotogravure cata- 
logs for fall and Christmas will 
| be presented during the meeting. 
| All fall Tru-Test merchandise 
and toys for the coming toy pro 
| motion will be displayed. 


| DISTRIBUTORS NAMED FOR 
| AMERICAN IRONING MACH. 
The American Ironing Ma- 
chine Co., Algonquin, Ill., has 
| announced the appointment of 
the following distributors: Ed 
wards & Walker Co., Portland, 
Me.; Schlatter Hdwe. Co., Fort 
Wayne, Ind.; McGregor Hdwe. 
Co., Springfield, Mo.: Merkel 
Brothers Hdwe. Co., Quincy, Tl; 
Tower-Binford Electric & Mfg. 
Co., Richmond, Va.: Lyle-Gren- 


shaw, Inc., Memphis, Tenn.; 


Braid Electric Co., Nashville, | 


Tenn.; Ohio Valley Hdwe. & 
Roofing Co., Evansville, Ind.; 
Milhender-Afes Electric Co., Bos- 
ton, Mass.; Midland Implement 
Co., Billings, Mont.; Albuquer- 
que, Norge, Inc., Albuquerque, 
New Mexice, and the M & M 
Appliance Co., Boston, Mass. 


NEW OFFICERS FOR 
WHEELING STEEL 
William W. Holloway, presi- 
dent of the Wheeling Steel Corp., 
| Wheeling, W. Va.. was elected 





chairman of the board, succeed- 
ing the late Alexander Glass. 
Archie J. McFarland, who has 
been executive vice-president, was 
elected president. Arthur C. 
Stifel, a director, was elected to 
the executive committee, and L. 
Weodward Franzheim, vice-presi- 
dent and treasurer, has been 
made a director. 


MANNING, BOWMAN 
APPOINTS ASST. GEN. 
SALES MANAGER 


Manning, Bowman & Co., 
Meriden, Conn., has announced 
the appointment of W. R. Free 
man as assistant general sales 


pany’s advertising and sales pro 
motion. J. L. 
Mr. Freeman. 





W. R. FREEMAN 


Mago will assis! 





R. J. OGILVIE, JR., HEADS 
OGILVIE HDWE. CO. 
R. J. Ogilvie, Jr.. has been 
elected president, treasurer, and 
general manager of the Ogilvie 





R. J. OGILVIE, JR. 


| Hdwe. Co., Inc., wholesale hard- 

ware firm of Shreveport, La. He 
succeeds his father, who passed 
away recently. 

Mr. Ogilive, Jr., has been con- 
| nected with the Ogilvie Hardware 
| Co. since his graduation from 
| college in 1928, having served 

in all departments, the stock 

rooms, several years on the road, 

and for the past eight years as 
| secretary and general purchasing 
e agent. 

W. C. Woolf is vice-president 
|of the company and R. C. FE. 

Caproni is the new secretary. 


PLAN ALL-EXPENSE PAID TOUR FROM EAST 
TO NATIONAL CONGRESS AT NEW ORLEANS 


Sydney Atkinson, R. J. Atkin- 
son, Inc., 4 Ralph Ave., Brook- 
lyn, N. Y., has announced plans 
for an all-expense tour from New 
York City to the Annual Con- 
gress, July 14-17, 1941, of the 


National Retail Hardware Asso- | 


ciation at New Orleans, Ill. The 
party will be made up of the Con- 
necticut Hardware As-ociation, 
New England Hardware Dealers’ 
Association, New York State Re- 
tail Hardware Association, and 
the Pennsylvania and Atlantic 
Seaboard Hardware Association. 

The party will leave New York, 


Friday, July 11, and travel to 
| New Orleans by steam and rail, 
arriving, Monday, July 14, after 
making stops at various points of 
interest en route. Returning, 
the group will leave New Or- 


in New York, Sunday, July 20, 

again making tour stops en route 

The return trip will be entirely 
| by rail. 

| Complete details as to the cost 
| may be obtained from Mr. Atkin- 
| son. Approximate cost of the 
| all expense trip from New York 
and return is about $100. 
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leans, Friday, July 18, and arrive 


Pa 

















HARDWARE COMPANY 


HACK SAW FRAMES 


Because they are built exceptionally strong to withstand the 
punishing strains of long, hard cutting on job after job, you 
will find a ready market for Union Hardware Hack Saw 
Frames with buyers who want the best. Stiff, rugged frame 
construction holds saw blades at the proper tension for clean 
cutting without binding. All styles have simple, efficient 
adjustment for tightening blades; all can be extended from 
8 to 12 inches. The line includes patterns for the average 
householder as well as the skilled mechanic. Stock these 
top-ranking hardware values and let the confidence estab- 
lished by the Union Hardware name help you to profitable 
sales—and more of them! Order through your jobber. He 
can supply you. 


Union Hardware’s Tool Catalog (No. 13) describes the com- 
plete line of Hack Saw Frames; also quality-built chisels, 
gouges, “Champion” screwdrivers, mitre boxes, nail pullers 
and mallets. Your copy gladly sent on request. 


No. 2150 Nickel- 
plated frame ad- 
justable from &” to 
12”. Has screw 
handle attachment 
for tightening 
Hlade. Depth of 
frame, 2%” 


screw Ls a 
AQJUSTMER 





No, 2115. Nickel 
plated frame ac 
justable from 8” to 
12”. Corrugated 
steel pistol grip 


Depth of frame 
ou,” 

No. 2165. Extra 
sturdy frame with 


heavy steel connec- 
tion and double end 
1djustment, Corru 

gated steel pistol 
grip. Depth of 
frame, 2%”. 


BEeWVEE oe 
HARDWARE COMPANY 


ESTABLISHED 1854 


mel -4-11 \ich we) \Mtexel <1 


ad ae | 


NEW YORK OFFICE ISI CHAMBERS STREET 
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HARDWARE BRIEFS 





Name and Address 


CALIFORNIA 
Los Angeles, 


Kunst Bros., Ltd., for- 


merly of Sacramento, 


251 S. Spring St. 


San Francisco, 
Seabright Hdwe., 
1749 Noreiga St. 


FLORIDA 
Tampa, 

Wells Hdwe. Co. 
GEORGIA 
Baxley, 


Middleton and Tuten 


Hdwe. 


Blairsville, 
Union Hdwe. Co. 


Richland, 
Carter Hdwe. 


ILLINOIS 
Milledgeville, 


Goble & Son 


Barry, 


Barry Hdwe. 


Chicago, 
Izenstark Hdwe. Co. 


Wheaton, 
Soukup Hdwe. 


Chicago, 
Colt Hdwe., 
7187 W. Grand Ave. 


INDIANA 
Fulton, 
Fulton Hdwe. 


IOWA 

Davenport, 

Northwest Davenport 
Hdwe., 

1615 Washington St. 


Stuart, 


Belden Hdwe. 


KANSAS 
Bronson, 
C. D. Clark Hdwe. 


LOUISIANA 
Franklinton, 
Noble Hdwe. Co. 


WASSACHUSETTS 
West Snringfield, 
Elm Hdwe., 

217 Elm St. 


MICHIGAN 


Cheboygan 


Feature 


Has opened what is expected 
to be the first of a chain o1 
hardware, housewares, and 
wall paper stores in Southern 
California. 


New business. 


Sold to P. N. Coley of Macon. 


Ga. 


Now 


since S. 


Middleton’s Hardware 
Allen Middleton ac- 
quired the interest of his 
partner, J. R. Tuten. 


Recently constructed a ware- 
house for its fertilizer, cement, 
lime, and building material: 
business. 


Business purchased by W. H. 
Franks, Jr., and stock is be- 
ing increased. 


New hardware business. 


G. M. McClain, owner and 
manager of the McCiain 
Hdwe., Barry, has purchased 
the Barry Hdwe. from Cari 
Bushong. 

Has leased new quarters at 
60 W. Van Buren St. 


In new quarters at 417 Main 
- 


Charles N. Colt is discontinu- 
ing his hardware business, 
and plans to retire after 23 
vears, 

Sold to Lloyd Rouch and 
Donald Norris. 


J. E. Proffitt has assumed the 
management of the store. 


Edward J. Delaney has pur- 
chased the former Belden 
Hdwe. stock from W. E. 


Ruscher, assignee. 


Olin T. Burtch has purchased 
the stock and fixtures of the 
C. D. Clark Hdwe. Co. 


Now the Bickham Hardware 
store since purchase by H. 
Don Bickham. 


New business. 


Maurice E. Dore has opened 
a hardware store at the busi 
ness location on Division 
Street where he has been 
operating the Northern Ap- 


pliance Co. The new store 
will include the appliance 
lines and general hardware 


lines. 


Owner or 
Manager 


Mr. and Mrs 
Markowitz, 
owners, 


S. Allen 
Middletor. 


Howard 
Goble and 
son, owners. 


Glen Ellyn, 


owner. 


Bannon Bab 
ington, togr. 


Thomas 
O’Connell, 
owner. 
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Muskegon Heights, Purchased by John D. Voss. 
Westin Hdwe. 


MINNESOTA Has opened an electric ser- 
Eveleth, vice department with Arthur 
Martin Hdwe., Morrison in charge. 


312 Grant Ave. 


Minneapolis, In new quarters at 311 Nicol- 

Gardner Hdwe. Co. let Ave. 

VEW JERSEY Has opened a new store at 22 Alex Taub, 
Elizabeth, Rahway Ave. with general owner. 


City Hall Hdwe. Co. hardware, housewares, gifts, 
paints, and garden equipment. 


Metuchen, Purchased by Herman Mazer. 
Leis Hdwe., 
295 Main St. 


VEW YORK Hardware and paint business 

Bronxville of Maurice K. Berman has 
been merged with paint and 
decorating business of Retter 
& Timm, Inc., and will ope- 
rate under latter name. Hans 
Timm is president, and Mr. 
Berman is treasurer. 


NORTH CAROLINA Now the Farmers Hdwe. Co. 


Monroe. since B. Munson purchased 

Couch-Hargett Hdwe. the interest of Robert Hargett 
Co. in the business. 

Scotland Neck, Recently opened an attractive 

Farmers Hdwe. Co. new implement department 


under the management of J. 


D. Ashford. 


Yanceyville, New business with general Hl. H. Page 
Caswell Hdwe. and hardware and implement lines. and S. Bas- 
Implement Co. won, owners, 


A VISITOR TO CANADA 





Visitor to Canada, Ralph Etchey, tool buyer for the Seattle Hdwe. 


Co., Seattle, Wash., wholesaler, with two of the Canadian guards, 


in the powerhouse area, Niagara Falls, Ontario. The photog- 


rapher was D. S. Brisbin of the Columbus McKinnon Chain 
Corp., Tonawanda, N. Y. 
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SALES POINT NO. 


PROTECTED BURNING EDGE 


In R/M Woven Glass Wicks, the yarn has a 
wire core that preserves the burning edge 
from injury. This is but one of the seven ad- 
vantages you get in R/M Woven Glass 
Wicks. It will pay you to get all your custom- 
ers to try R/M Woven Glass Wicks. They 
make one of your best repeat items an even 
better one. Packaged in six-foot lengths in 
attactive, blue and silver boxes. Also avail- 
able in 100-foot rolls in dispenser cartons. 
Order from your jobber today. 


SIX OTHER ADVANTAGES: 


Neariy perfect combustion. Quick to ignite. 
Slow to form carbon, which wipes off easily. 
Quick to go out, eliminating odor. Economi- 






INDUSTRIAL 


cal because longer-lasting. Easier 
to sell because of novelty appeal. 


SALES DIVISION 


RAYBESTOS-MANHATTAN, INC. 


NORTH CHARLESTON, S.C 


MANHEIM, PA. 
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HOW 
THIS 









TOOL 
SELLS 
ITSELF 


Hand your customer this | 



















Greenlee “Setfast” Expansive | 
Bit. Let him adjust the cutter 

by a quick easy motion of the 

thumb, and show him how a 

quarter turn of the eccentric | 
pin with a screw driver, presses | 
barrel against cutter, locking it 
so that it really stays locked. 
Just mention the wide, open 
throat, an important Greenlee 
feature, which permits free, fast | 
clearance of chips. 


And that’s all there is to it. 
Your customer will be quick to 
see the advantages of this 
Greenlee Expansive Bit, and 
your selling job is done. Write 
today for more information 
about this tool and the complete 
line of Greenlee Tools for the 
craftsman. 


STOCK IT---SELL IT 


@ EASY TO ADJUST 
@ LOCKS SECURELY 
@ WIDE OPEN THROAT 
@ FREE CHIP CLEARANCE 
@ NO CLOGGING 

@ FAST CUTTING 

@ EASIER BORING 


GREENLEE TOOL CO. 


1715 COLUMBIA AVE. + ROCKFORD, ILLINOIS 








Tools That Stay Sold! 











| North Wilkesboro, 


Shook Hdwe. Co. 


OHIO 
Columbus, 
Summit Hdwe. 


OREGON 


| Cornelius 


PENNSYLVANIA 


| Erie 


SOUTH DAKOTA 
Sioux Falls, 
Maxwell Hdwe. Co. 


TENNESSEE 


| Athens, 


Athens Hdwe. Co. 


Crossville, 


Bilbrey Bros. Hdwe. 


and Furn. Co. 


Murfreesboro, 


| Mullins-Osborn 


Hdwe. Co. 


TEXAS 
El] Campo 


Sweetwater, 
Baucum Impl. and 
Supply Co. 


WISCONSIN 


| Slinger, 


Tolzman Hdwe. 


Crawfordsville, 
Haugen Hdwe. 


Fond du Lac, 
Bennet’s Hdwe. and 
Gift Store 


E. A. Shook has established 
the Shook Hdwe. Co. in the 
former location of the Had- 
ley Hdwe. Co. on Main St. 


In new quarters at 2212 Sum- Hal B. and 

mit St. Roger H. 
MeNichols, 
owners. 


A J. Irmler has sold his hard- 
ware store to Percy Hillis and 
the business will operate as 


the Hillis Hdwe. Co. 


New business opened at 3406 
W. Lake Rd., by Jerry Sals- 
bury and Robert Nash. 


In new location at 119 W. 


Grifin Max- 


10th St. well, mgr. 

Recently held a formal open- Harry C. 

ing of its remodeled store, Johnson, 

featuring fluorescent lighting. owner. 

Lee Bilbrey recently became 

owner of the stock which for- 

merly belonged to Powell Bil- 

yeu, leaving K. L., H. I., and 

Lee Bilbrey as sole stock- 

holders. 

Henry Harrell has purchased 

the interests of the late W. E. 

Mullins in the business. 

New hardware and implement 

business opened there by A. 

J. Wendel. 

New business handling farm A. B. Crow- 

implements and general hard- der and W. 

ware lines. N. Baucum, 
owners. 


Purchased by Raymond Held 
and Raymond Kramer and 
will be operated as Held and 
Kramer. 


Has been purchased by M. C. 
Satrang. 


Has built a new addition for 
new lines of hardware and 
gifts. 


Avert Shortage of Natural Resins 


Essential to Paint Manufacture 


(Washington Bureau 
of HARDWARE AGE) 


A threatened shortage in cer- 
tain natural resins essential to 
the manufacture of paints and 
other protective coatings has 
been averted through speedy 
operation of machinery set up by 
the Division of Purchases to an- 
ticipate and deal with scarcities 
in the protective coatings field, 
OPM Purchase Director Donald 
M. Nelson has announced. 

Ordinarily, Mr. Nelson ex- 
plained, about 20,000 tons of 
such natural resins as_ kauri, 
batu, elemi and damar are re- 
quired annually in the United 
States. These resins come from 
the Orient; lack of shipping re- 


cently caused some 5,000 tons to 
accumulate at Singapore, Batavia 
and Macassar awaiting shipment. 
Best efforts of the importers to 
obtain shipping space proved 
fruitless. 

This situation was examined 
by one of the industry subcom- 
mittees set up under the direc- 
tion of Donald G. Clark, Chief 
of the Equipment and Supplies 
Branch of the Division of Pur- 
chases. Through the efforts of 
J. B. Davis, Special Advisor on 
protective coatings, the problem 
was taken up with the Maritime 
Commission and with the Neth- 
erlands Legation in Washington. 
As a result, shipping space has 
been made available for trans- 
port in the needed materials. 
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FLUORESCENT LIGHTING AT NELA PARK EXHIBIT KLE i N ies 
FOR THE MAN 
WHO WANTS THE BEST 





Here is the new fluorescent store front and show window at 
Nela Park’s General Electric Institute, Cleveland, Ohio. This | 
display not only permits the demonstrator to paint, so to speak, | 
with fluorescent illumination but also to show the variety of | 
interesting new effects which may now be obtained. Panels 
(upper right) serve as a sort of paint box. The lower six 
“squares” hold the key fluorescent colors which may be “mixed” 
in the other panels. This unique display indicates which color 
combinations to avoid and which to employ when one attempts 
to create the most effective store front through light. 








Kentucky Chain Stores Decreased 
One-Fifth In Past Four Years 


Chain stores in Kentucky have | now find a few big stores sur- 
decreased by slightly more than | rounded by parking space, in- | 
one-fifth in four years, it was re- | stead of many small stores in | 
vealed recently in an analysis of | crowded sections.” 
chain store tax receipts by the The Kentucky tax alone would 
Department of Revenue. | have little effect on consolida- 

In 1937 there were 2229 stores | tions, Mr. Oates said, because it 
in 536 chains. The number of |‘is based on the total number of 
chains in 1940 was not available, | units owned by a chain, whether 
but the number of stores had | they are located in Kentucky or 
dropped to 1964. Currently, | other States. 
there are 1731 stores in 507 The chain store tax produced 
chains. Between 1937 and 1941, | $174,445 revenue last year, and 
there was a drop of 498 in the| to date this year $162,950 has 
number of stores. been collected by the State. Due 

Ward J. Oates, assistant to the | date is Jan. 2, but income from 
Commissioner of Revenue, said | the tax trickles into the State 
the department believes the re-| treasury through the rest of the 





“SINCE 1857” 





MONG your customers there are many who 
appreciate the importance of good tools. 
Klein Pliers are made for these men. 

They appreciate the special alloy steel that 
gives just the right spring to the handles—the 
sharp knives that hold their edges. They ap- 
preciate, too, the individual tempering, adjust- 
ing and testing that assure years of the finest 





Your copy of Sef Vice. . 
the Klein Pock- Every hardware store should carry quality 


duction of chain stores is due to | year. | et Tool Guide , : | ‘i 
a i . , ; *k is : ete if it does not 
the medern trend of consolida- The tax is one of the easiest will be sent on es Pe ~— aot compre 
tion, rather than to the chain] to collect, Mr. Oates said, be- request. include Klein Pliers. 
store tax imposed by the 1940 | cause around $140,000 of it comes a 
General Assembly. in nine checks. The levy ranges Distributed Through Jobbers 


“It is our belief the chain| from $25 a store for a chain with 
stores have found they can oper- | from two to five units to $200 a 
ate more efficiently with large| store with chains owning more 


. a . — 
units than they can with small | than 251 units. The law exempts Mathias & Sons 
units,” he said. “Like so many | gasoline stations where 70 per | 
other businesses, they cater di-| cent or more of thé revenue is | [Established 1857] Chicago, IL, U.S.A. 
we Oo. F AVENUE ¢ y 


rectly to people who ride up in| derived from sale of lubricating $20 BE HICAGO 
automobiles. That is why you | oils and gasoline. 
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GRIFFIN 


i ee 


AND WROUGHT STEEL 


L 


Quality Products 
Manufactured Since 1899 


Door Butts 
Strap and Tee Hinges 
Wrought Steel Shelf Brackets 
Safety Hasps and Hinge Hasps 
Ornamental Hinges 
Garage Door Hardware 
| Screen Door Hardware 
Cellar Window Sets 
Back Flaps and Chest Hinges 
Corner Irons and Corner Braces 
Heavy Pressed Steel Door Handles 


Barrel Bolts 


All Are Available Through Progressive 
Jobbers 


RIFFIN 


anufacturing Company 


ERIE, PENNSYLVANIA 











AGENTS; 
NEW YORK: 45 Warren St. BOSTON: 100 Purchase St. 
CHICAGO: 162 N. Clinton St. SAN FRANCISCO: 703 Market St. 
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OBITUARIES 


EARLE C. MANN Shreveport, La., passed away re- 
Earle C. Mann, 60, vice-presi- cently following a heart attack. 





| dent and general manager of the He was 57 years old. 


Logan-Gregg Hdwe. Co., Pitts-| Mr. Ogilvie became actively 
| identified with the hardware busi- 
| ness in 1907, with the incorpora- 
tion of the Thomas-Davidson- 
Ogilvie Hdwe. Co. The company 
name was soon changed to 
Thomas-Ogilvie Hdwe. Co., and 
|more than 14 years ago to its 
| present name, Ogilvie Hdwe. Co. 
| In addition to having been presi- 
dent of the company, Mr. Ogilvie 
was also treasurer and general 
| manager. 

| He leaves his widow and two 
| sons, Russell J. Ogilvie, Jr., who 
| succeeds him as president, trea- 
|surer and general manager, and 
William Buckner Ogilvie of Bay- 


| town, Tex. 





EARLE C. MANN JOHN W. FLAMMAN 


John W. Flamman, 61, insur- 
burgh, Pa., passed away May 14.| ance broker and Brooklyn, N. 
Mr. Mann had been associated | y,, representative of the Hard- 
with the Logan-Gregg organiza- | ware Mutual Casualty Co. passed 
tion since 1895, starting as an) away May 15 of a heart attack. 
errand boy. For the past 10|A_ former president of the 
years he was general manager | Bachelor’s Club of the Amer- 
and vice-president of the com-| ican Legion, and a member of 
pany. His widow, two brothers,|the Thirteenth Brooklyn Post, 
and a sister survive. | Mr. Flamman was an active mem- 
_ ber of that organization. 
| He leaves four sisters, and a 
FRED W. COX | brother, August C. Flamman, at- 
Fred W. Cox, 61, buyer for | torney for several New York 
the W. Binham Co., Cleveland, | hardware associations. 
Ohio, for 30 years passed away | 
recently. He was also a direc- | 
tor and vice-president of the| FIRE DESTROYS QUARTERS 
Sleepy Hollow Golf Club since OF DREISBACH’S SONS 


its organization. } 


One volunteer fireman’ was 
' —— killed, three seriously injured, 
R. J. OGILVIE. SR. |} and two score slightly injured 
when fire of undetermined origin 

Russell J. Ogilvie, Sr., presi- | destroyed the three-story struc- 
dent of the Ogilvie Hdwe. Co.,| ture of G. Dreisbach’s Sons, Inc., 
wholesale hardware concern of| Lewisburg, Pa., wholesale and 
| retail firm. C. Elmer Moyer, 
presidem of the company, esti- 
mated the loss at $100,000, half 
of that stock. It is covered by 
| insurance. Based on_ replace- 
| ment cost, however, it would be 
| higher for it is believed that 
| $80,000 will be required to re- 
| place the three-story structure 
which was built 80 years ago at 
Market and Fourth Sts., a block 
from the center of the Lewis- 
| burg business district. The first 
floor of the structure was used 
for the retail business and for a 
packing room. The two upper 
stories were used for warehouse 
purposes. One of the large ware- 
houses, located just back of the 
structure, was saved by a fire 
R. J. OGILVIE, SR. wall. 
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OPM TO TRY PERCENTAGE PRIORITY 
PLAN ON 500 MANUFACTURERS 


Experiment to be conducted among manufac- 
turers of cutting tools and portable tools, socket 
screws, files, hack and band saws among others. 


Bureau 
AGE) 


( Washington 
of HARDWARE 


The OPM 


priorities 


centage priority plan designed to | 


give specified manufacturers of 
“off-the-shelf” supplies a_prefer- 
ence rating of A-10 on all scarce 
materials entering into defense 
contracts. The plan will be tried 
experimentally on a_ restricted 
list of 500 producers of indus- 
trial motors, cutting tools, port- 
able tools, hack and band saws, 
lathe tools, files, socket screws, 
roller and silent chains and 
scientific instruments. 
Distributors supplying defense 


materials would be required to | 


furnish their manufacturers with 
identifications by contract, proj- 
ect or preference rating, pending 


contracts placed with the manu- | 


facturer. Such _ identifications 
would enable the manufacturer 
to determine whether the prod- 
ucts ordered can be classified as 
defense supplies. A manufac- 
turer desirous of operating under 
the percentage priority plan 
would then use this information 


| in estimating the proportion of 
| defense orders on hand. 

division | 
has released details of a new per- | 


If the distributor has difficulty 


| 


in supplying such identification | 


for a contract he nevertheless 
may be able to identify the or- 
ders in the defense category by 
securing from his customer an 
affidavit known a: a “Customers” 
Affidavit of Defense Require- 
ments.” 

Identified as the defense sup- 
plies rating plan, the new priori- 
ties machinery will be adminis- 


tered by Joseph L. Overlock, of | 
the OPM priorities division. It | 
is designed to supplement other | 


forms of priority aid, including 
the individual preference ratings 
which will continue to be used, 
and is optional with a manu- 
facturer. 


Under existing circumstances, 


| 


| a manufacturer receiving an or- | 


} 


| 


| place a contract for 


wait to 
materials, 
apply for a preference rating, 
that rating on the 


der cannot ordinarily 


serve 


sup- | 


pliers, and then wait for delivery. | 


Instead, the practice has been to 
fill the order promptly out of 


completed stock. the manufac- 
turer sometimes drawing on his 
inventory of materials to do so. 

Under the percentage priority 
plan, applicable only to produc- 
tion which can be identified with 
defense, the so-called scarce ma- 
terials are given an A-10 rating, 


the effect of which is to place | 


such orders.ahead of non-defense 
contracts or orders carrying 
lower ratings. 

The prescribed formula, by 
which a manufacturer determines 
the proportion of his total pro- 
duction going into identifiable 
defense channels, works out this 
way: 

l. The 


manufacturer deter- 


mines from his sales records for | 


the preceding quarter the _per- 
centage of defense sales to total 
sales. 

2. From his production sched- 
ules for the current quarter, he 
ascertains the total quantity of 


scarce materials necessary to 
complete his total production 
schedule. 

3. He then determines the 


quantities of scarce materials re- 
quired for his defense production 
by applying the percentage de- 
veloped in the sales analysis to 
the total quantities of scarce ma- 
terials necessary to complete his 
total production schedule. 


As an example, if the sales | 


analysis shows that 60 per cent 


of the business is for defense, 


| and if the total production sched- 


ule calls for 1,000 Ib. of nickel- 


| steel rods, the manufacturer gets 


an A-10 preference rating for 60 
per cent of such total require- 
ments or 600 Ib. of rods. This is 
the quantity taken to be repre- 
sentative of the manufacturer’s 
defense requirements. 

The percentage priority plan 
was first mentioned in the May 
15 issue of Harpware AGE, page 
94. It was a direct outgrowth 


| of a recommendation written by 





the industrial supplies section of 
OPM’s production division. The 
section urged an establishment of 
a system whereby manufacturers 
obtain sufficient raw ma- 
terial to produce the finished 
product in quantities sufficiently 
large to take care of defense re 
quirements and replace distribu- 
tors’ stocks as they are sold. 


could 


KIRTON TAKES ON NEW 
DUTIES FOR BARCALO 
The Barealo Mfg. Co., Buffalo, 


N. Y., has announced the elec- 
vice- 


tion of A. W. Kirton as 
president and secretary of the 
company. He will also continue 


in his capacity as sales manager 
of the tool division and will be 
assisted by G. N. Abt, who con- 
tinues as field sales manager and 


assistant secretary. 








900 AT SQUARE CLUB'S “GAY NINETIES” SHORE DINNER 





Having as its theme, the “Gay Nineties,” the 13th annual shore dinner of the Hardware Square Club, held Thursday, May 8, at 


the Hotel Astor, New York City, attracted more than 940 members and guests. Tying in with the “good old days’ 


were repro- 


ductions of old New York lamp posts, attendants in costumes affecting the “dudes” of those days, and moustaches and derbies for 
all. A fine bill of professional entertainment was presented and included singers, dancers, and novelty acts. A particular hit was 


the singing of Joe Howard, old time song writer, who sang many of the songs he composed. 


Ralph S. Allen, Diamond Expansion 


Bolt Co., and secretary of the Club, was general chairman of the party. 
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MADE IN U 
WM. SCHOLLHORN 
NEW HAVEN, CONN 
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~-(CHICAGO)— 
SPRING HINGES 
New “Sagless” Spring Pivot-Hinge 








Type 4007 


Exterior Tension Adjustment 


Type 4007 “Sagless” gate spring pivot hinges may be 
quickly adjusted to different sizes and weights of gates. 
The exterior tension adjustment is conveniently located 
and easily accessible after the gate has been hung. 
Hardware dealers will find this improved “Sagless” gate 
hinge a profitable addition to their stock. 


Chicago Spring Hinge Company, 


CHICAGO NEW YORK 
U. S. A. 











DRIPCUT SALES CO. TO 





HANDLE “ALLITE” SALES 


The Dripeut Sales Co., 1355 
Market St., San Francisco, Calif., 
has been appointed national sales 
| agent for the line of “Allite” 
seasoners made by the Allite Mfg. 
Co., 5732 Duarte St., Los An- 
geles, Calif. 


SIMPLIFIED PRACTICE 
FLASHLIGHT CASES 


The current revision of Simpli- 
fied Practice Recommendation 
R68-33, metal and Nonconducting 
llashlight Cases, has been ac- 
corded the required degree of ac- 
ceptance by the industry, and 1s 
to become effective June Fi 1941, 
according to an announcement of CHARLES H. HOPKINS 
the Division of Simplified Prac- 
tice, National Bureau of Stand- | who has been appointed adver- 
ards, Washington, D. C. The re- tising and sales promotion ad- 
vised recommendation will be | pisor of the ammunition sales 
identified as Simplified Practice | department of Western Cart- 
Recommendation R68-41. ridge Company, East Alton, Til. 

In the current revision, the | Mr, Hopkins joined the Western 
scope of the program is amplified | organization in 1934 as ad- 
to include prefocused flashlights, | vertising manager and was 
the latest development in the in- |appointed director of sales 
dustry. The recommendation | promotion in 1938. His new 
| covers standard types and styles, | @ssignment carries a similar re- 
with number and size of cells, for | sponsibility at the New Haven 
headquarters of the Winchester 
Repeating Arms Company divi- 
sion of Western Cartridge Com- 
pany. Prior to his connection 
P sega a : with Western, Mr. Hopkins was 
of this simplified practice recom- | 4, advertising and sales promo- 
mendation may be obtained from | 4:5, counselor in the petroleum 
the Division of Simplified Prac- | industry with headquarters at 
tice. Tulsa, Okla. 





focusing, nonfocusing, and _pre- 
focused flashlights. 

Until printed copies are avail- 
able, free mimeographed copies 











OPEN HOUSE AT DEVOE LABORATORY 





“Managers on the March Campaign,” something new in sales 
campaigns was recently run off by the Devoe & Raynolds Co., 
Inc., New York City. It enlisted all of the Devoe branch man- 
agers and set their job—to help their dealers sell more Devoe 
products during March, 1941, the “how” being left up to them. 
Six managers emerged victorious and were rewarded with a 
trip to the main Devoe laboratory at Louisville, Ky., where they 
spent two days reviewing the ultra-modern equipment and 
witnessed tests of several new products. 
Included in the photograph are: (seated left to right) Clayton 
Rinderknecht, Cincinnati; Paul Cole, Detroit; Dr. J. S. Long, 


| chemical director of the company; Stanley Harris, Boston; Wil- 


liam Simpson, Chicago; Harry Burke, Buffalo, and C. E. Rodgers, 
chief chemist of the Louisville laboratory. Standing are: E. P. 


Hubschmitt, engineer of tests and Renshaw Smith, Jr., sales 


manager of the Devoe trade sales division. Carver Smith, Rich- 


mond, Va., branch manager, also a winner, was not present at 


the time the photograph was taken. 
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MODERN MERCHANDISING DISCUSSED 
AT N. Y. STATE GROUP MEETING 





Left to right: Harry J. Strugnell, Remington Arms Co., Inc., New 
York, N. Y.; H. S. Carleton, Trojan Hardware Co., Troy, N .Y., 
chairman of the meeting and director; Harold S. Close, Ayres & 
Galloway Hardware Co., Inc., Middletown, N. Y., president, and 
N. H. Kiley, Syracuse. N. Y., secretary of the association. 


More than 70 members and 


in extending credit, and to push | 


retail hardware sales people at- 
tended the group meeting of the 
New York State Retail Hard- 
ware Association held on May 15, 
1941, at the Troy Club, Troy, 
N. Y. H. S. Carleton, Trojan 
Hardware Co., Troy, N. Y., a 
director of the association, was 
chairman of the meeting and in- 
troduced the speakers of the 
evening. Talks were given by 
Harold S. Close, Ayres & Gallo- 
way Hardware Co., Inc., Middle- 


when due, for a firmer credit 
policy is desirable now. He told 
the dealers to advance prices 
cautiously but not to delay this 
action when increa-ed merchan- 
dise costs become known. 

Mr. Kiley outlined activities of 
the organization for the balance 
of the year. He stated that other 
group meetings were planned and 
that dates would be announced 
later. 


hard for payment of accounts | 





town, N. Y., and N. H. Kiley, Syr- 


acuse, N. Y., president and secre- N. Y. HARDWAREMEN PLAN 


tary of the association respec- 
tively, and by Harry J. Strugnell, | GOLF OUTING IN JUNE 


Remington Arms Co., Inc., New| Well over 40 members and 
York, N. Y. guests attended the May 20 

Highlight of the meeting was | meeting of the Hardware Trade 
the showing of the sound motion | Association held at the Railroad 
picture “One Man Listens,” a| Machinery Club, 36 Church St., 
story of how one man increased | New York City. Plans were an- 








his business through application | nounced for a golf party to be | 


of modern merchandising prin-| held Tuesday, June 17, at the 
ciples. The picture was shown St. Albans Golf Club, St. Albans, 
through the courtesy of the Rem- | 
ington Arms Co., Inc., and Peters | be concluded with a banquet in 
Cartridge Division, Bridgeport, | the evening. Plans are also being 
Conn. Mr. Strugnell introduced | considered for a golf party, in 
the picture and discussed a shop-| July, at a country club some- 
ping report made among hard-| where in New Jersey, and for 
ware dealers in an eastern state | another golf outing in September 
which indicated that these mer- | to be held in Westchester county. 
chants could do a more ageres- | President M. C. Harriman, 
sive and efficient merchandising | American Steel & Wire Co., pre- 
job. | sided at the meeting and called 
Mr. Close talked on the sub-|on various members for comments 
ject “What’s Ahead for Hardware | as to the defense program and 
Dealers.” He said that many | its effect 6n hardware and allied 
problems must be faced and met | lines. One point emphasized in 
in the future. Dealers must be | the discussion was the necessity 
able to change operating policies | of having better record systems 
quickly and conduct their busi- | to show government agents just 
ness as efficiently as possible.| what portions of requirements 
He urged the group to watch | are for defense and what por- 
tions are for private industry. 
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Long Island, N. Y., which will | 


| 
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The eye-appeal of real beauty .. . 


appeal of top quality at moderate 
that your customers can buy one 


@ Stainless porcelain sinks 
@ Life-time quiet drawers 
@ Insulmat sound proofing 






AUBURN CENTRAL MANU 


Write for our proposition . . 


CONNERSVILLE, 





Thet SELLS 


the pocketbook- 
. the fact 
piece at a time or 
an entire ensemble—these, and outstanding design fea- 
tures, make A-C matching sinks and cabinets easy to 


prices . . 


@ Mar-proof counter tops 
@ Sheen steel mouldings 
@ Luxury chrome hardware 


. NOW! 
FACTURING CORP. 


INDIANA 








(CATRA LARCT 
Sn FACE 





REMOVABLE HAROENED 
STECL saw FACES 





INTERLOCKING 
REMOVABL 
PIPE JAWS 


Hardware dealers are 
enthusiastic about the 
Columbian Line. Co- 
lumbian ‘‘Group of 
Three” Homeshop Vises 
(3”, 3%” and 4” jaw 
widths) meet the de- 
mands of the retail trade. Columbian 
Vises sell—and are profit makers. 

In addition to the outstanding features 
shown above, these vises are attrac- 
tively finished in bright Columbian 
Red—polished jaws and anvil—packed 
in attractive display cartons. Colum- 
bian Vises are sold exclusively through 
jobbers. Write us for the name of our 
nearest distributor. 


ied 
A) 


Bessemer Ave 
THE WORLDS 


LARGEST 









Swivel. BASE 
WITH POSITIVE LOCK 





Columbian also 
offers the RED 
ARROW line to 
help dealers 
meet the de- 
mand for vises 
in the low 
priced field. 


The Columbian Vise & Mfg. C 


Cleveland, O} 
1 0-0 .@ 0 a @) ER bs) hs 
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WHIP-UP Sales with 


Fdland 


EGG BEATERS 


Five models—Standard, De 
Luxe and Heavy Duty—all 
full size, nickeled finish, 
with colorful enameled wood 
or plastic handles. Easy-to- 
clean design, quiet, smooth, 


sturdy. Stainless steel 25c 


beater blades on models J TO | 00 


50c. up. Attractive demon 
strator-display available. 










Edlund Can Openers—Wall, Table and 
Hand models; Knife Sharpeners; Egg 
Beaters; Jar Openers; Cap Removers. 
Ask your Jobber today. 














"y THE +4 
CHORE GIRL 


The Ideal abrasive cleaner for kitchen 
and farm utensils. 


Advertised consistently in national and 
farm magazines. 


2-dozen pack comes in attractive 4-color 


counter display carton. 
Order from your jobber 
today. 


= METAL TEXTILE CORPORATION 


serene ORANGE, NEW JERSEY 
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CHARLES H. RAH- 
ING, formerly vice-presi- 
dent and salesman for the 
Witte Hardware Com- 
pany, St. Louis, Mo., is 74 
years of age and et the 
time of his retirement 
from business, on Dec. 31. 
1940, had spent 56 years 
in the hardware field. 
Born Dec. 5, 1866, Mr. 
Rahing had his introduc- 
tion to hardware in 1884 
when he became a stock 
clerk for the Hilger Hard- 
ware Co. In 1890 he be- CHARLES H. RAHING 
came a salesman for that with his son and successor, 

George E. Rahing 

compeny and on July, 1. 

1890, joined the forces of 

the Witte Hardware Co. From that time, until his retire- 
ment on the last day of last year, he represented the firm 
in west central Missouri, becoming a vice-president of the 
organization. In December of last year he experienced a 
severe automobile accident and retired. His son, George 
E. Rahing, is now covering the territory he formerly 
treveled. Mr. Rahing states that although he would 
rather sell hardware than do anything else, he spends 
from two to three weeks every year fishing in Minnesota. 
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Hardware Age 
Fifty Year 
Club 


JOHN T. MITCHELL, 
owner and salesman of the 
firm of John T. Mitchell Sales 
Co., Portland, Ore.. manufae- 
turers agents. is 74 years of 
age and has been in the hard- 
ware business for almost 55 
years. Mr. Mitchell was born 
on Aug. 14, 1866, and saw the 
hardware business for the first 
time during the autumn of 
1886 when he became identi- 
fied with Dobbins & Ewing of 
Columbia. Tenn. In January, 
1891. he went with the firm of 
J. H. Fall & Co., Nashville. 
Tenn. After a year on the in- 

JOHN T. MITCHELL side he was made the firm’s 

first road salesman and _ re- 
mained with it until 1894 when he became identified with 
the Simmons Hardware Co., St. Louis, Mo., representing 
them in the southeastern territory. When the Norvell- 
Shapleigh Hardware Co. was formed he represented that 
company in the northwest. He represented these St. 
Louis firms for approximately 30 years. During that 
period he helped organize the Mitchell-Ashley Hardware 
Co., Columbia, Tenn., and the Hermitage Hardware Co. 
of Nashville, Tenn., becoming a vice-president of the 
latter company. Mr. Mitchell numbered among _ his 
friends such well known men in the hardware business 
as Col. Wm. Enders, W. B. Willis. W. E. McGarey, Harry 
B. Gordon, Saunders No:vell, W. G. Yantis, E. L. John 
son, G. A. C. Woolley, O. P. Gaut. L. E. Mathews, John 
E. Pilcher, F. J. Semple. Ed Simmons, E. C. Simmons 
and R. W. Shapleigh. He has never held political office 
and states that his principal hobby is fishing. 
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SUPERIOR 
PRODUCTS 


Eliminate door and window 
troubles. 





Economical to buy, easy to } aoe 
install, work automatically. Cd yl TS 
| 

l iM y 


Right: Mfg. No. 20 SUPERIOR DOOR CATCH holds door (7) 
tightly closed and in perfect alignment. mail 
Below: Mfg. No. 100 SUPERIOR STORM SASH OR SCREEN HOLDERS 
—complete with extra bracket and handle for sereen. Only 
Bracket “‘B’’ remains on window. 
Below Left: Mfg. No. 150 DOOR CATCH LIFTER takes all strain off 
door hinges. Lifts door ar it closes. 


EXTRA HANDL 


pj AND Bracners 
} | © ( 0} 
wt 










Write for Information 
SUPERIOR 
DOOR CATCH CO. 


Superior, Wisconsin 






















CAN OPENER 
COMBINATION 











Order No. 160-BC. Vaughan’s Improved CAN OPEN @R 
COMBINATION... BOTTLE OPENER...CORK SCREW 
... AND A NEW OPENER FOR ALL CANNED LIQUIDS! 
The only complete Can Opener Combinttion on the market, 
at a popular price. Packed on individual display cards. One 
dcezen to the box. A fine sellcr. Send for prices. 


Vaughan's 
SAFETY ROLL JR. 
CAN OPENER 


No. 170-W. The only can opener 
that cuts the top out of 
SQUARE, round, or oval cans 
and leaves a safety rolled edge. 
Best seller. More than fifty mil- 
lion sold. Individually packed on 
three-color display card. Two 
dozen to the box. Order now. 


VAUGHAN NOVELTY MFG. CO. INC. 
3211-25 CARPOLL AVE. CHICAGO, ILL. 
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New and Improved Merchandise—Display Helps—Sales Literature— 


Waring “Blendor” 


For quick preparation of drinks, in- 
valid diets, pureeing of vegetables for 
baby foods and soups, mixing of batters, 











Mayonnaise, and other sauces and 
dressings. Invented by Fred Waring. 
Container is of tempered glass, seamless 
molded, 374% oz., capacity. Container 
cover is of molded “Bakelite.” Base, 
zinc die cast, heavy chrome plate. 
Blending assembly, stainless steel, forged 
stainless iron, and heavy chrome-plated 
brass. “Blendor” comes in standard 
or household model listing at $19.95 
and heavy-duty deluxe model, listing at 
$29.75. The Waring Corp., 1697 Broad- 
way, New York City. 


Repair Handbook 


How to make practical, low-cost and 
lasting repairs to equipment and pipe 
lines without dismantling or use of 
heat, described in a new and revised 
edition of the Smooth-On Handbook; 40 
pages with 170 diagrams and simple con- 
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cise instructions on sealing cracks in 
castings, stopping leaks in apparatus, 
tightening loose fixtures and parts of 
equipment, making up tight pipe joints, 
patching concrete floors and_ walls, 
waterproofing cellars, cisterns, etc. 
Copies can be obtained free by writing 
to Smooth-On Mfg. Co., Dept. 208, 570 


Communipaw Ave., Jersey City, N. J. 


“Pick-Up” Cart 

The “Pick-Up” cart is of heavy gage 
sheet steel, securely braced. It is espe- 
cially handy for the gardener. The 
“Pick-Up” cart is said to distribute 
its load so evenly that it will transport 
heavy burdens without throwing any 
strain on the arms or back of the user. 
When tilted forward, the lip of the 
hopper lies flat on the ground so that 
debris can be raked in or heavy ob- 
jects rolled or pushed inside without 
any need for lifting. When upright, 





the weight of the car and contents 
rest on a pair of heavy channel-iron 
legs. The handle, of the same mate- 
rial, is securely bolted to the body of 
the cart. Milcor Steel Co., Milwaukee, 
Wis. 


Water System Catalog 
The F. E. Myers & Bro. Co., Ashland, 


Ohio, has issued a new catalog, No. 
EJ41, on its “Ejecto’ pumps and water 
systems. Catalog contains easy-to-use 
performance charts to eliminate all 
guess work in selection of the proper 
unit for any service. 


Folding Chair 


No. 50—follows style of camp stools 
but has advantage of a back. Made of 
hardwood, covered in durable and at- 


r- . ’ 


t 





tractive duck. Seat size, 14 by 14 in. 
Tucker Duck & Rubber Co., Ft. Smith, 
Ark. 


Shell Packaging 


The Western Cartridge Co., East At- 
ton, Ill., has adopted new design for 
“Super-X” and “Xpert” shell boxes. 
New packages offer modern, bolder, and 
more colorful designs that carry out the 
family resemblance yet differ sufficiently 
so that one brand can not be confused 
with another. Identity of product is 
maintained in each design, yet first 
prominence is given to the product 
name. Each panel is a poster in itself. 
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for Retail Hardware Stores 
Pe i i i #(—_TAT: 
Window Trims—New Packages—New Colors—Catalogs 


Pressure Gun Display 


Finished in red, grey, and black 
with easel on back to permit use on 
floor or counter, or may be hung on 





wall. Holds five assorted pressure guns 
and an assortment of 12 various type 
nozzles. Handy metal holder contains 
a supply of literature. Guns may be 
lifted off display for demonstration pur- 
poses. Entire display with merchan- 
dise, as illustrated, carries a list price 
of $30.00 less discount. Calbar Paint 
& Varnish Co., 2622 N. Martha St., 
Philadelphia, Pa. 


“Bermuda Style” Bike Basket 


Modeled after the original wicker 
baskets of this type, the new “Androck 
Bermuda-Style” basket. 14 in. by 8 in. 
by 11 in. deep, the unusual depth of 
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the basket is eye-arresting while greatly 
increasing its capacity. Has a heavy, 
continuous top frame, with all ribs 
clenched to frame; reinforcing % in. 
steel bands clenched to the top frame, 
and 1 in. mesh woven wire body. Ad- 
justable channel clamps securely grip 
handle bar with 4 holes providing an 
up and down range of 3% in. Hub 
braces bolted securely to the reinforcing 
bands have a 4 hole adjustment to as- 
sure a rigid, level-carrying basket. The 
Washburn Co., Rockford, TIll., and 
Worcester, Mass. 


Streamlined Floor Sander 


The 1941 “Handy Sandy Streamliner” 
of The Hilger Co., St. Cloud, Minn., 
is the “Handy Sandy,” redesigned in a 





modern, streamlined appearance. All 
parts have been concealed in the 
“Streamliner.” The machine is amply 
cooled through generous ventilating 
louvres, and it hugs the floor, the 
center of weight having been lowered 
by a new underslung principle. Also 
has the “Hilco” vise drum which, by 
the turn of a key, releases or locks 
sandpaper, without use of screws, paper 
clamps, springs, etc. 





Portable Outdoor Fireplace 


The new “Yard Chef” will broil, bar- 
becue on spit, roast, toast, bake, fry 
or boil foods. It includes a roomy 


























oven that can be used for baking or as 
a warming oven. A_ solid griddle 
(forms front of oven when not used as 
griddle) permits frying without using 
pans. Has adjustable heat control 
(three heat levels). Ten heat levels 
are available when the barbecue spit is 
used. The fuel pan is perforated on 
the bottom for better draft, and a wire 
handle is furnished for raising or lower- 
ing the pan for heat control. Beneath 
this pan is an ash tray which keeps 
ashes from falling on the lawn. Folds 
compactly for carrying or storing. 
Burns any solid fuel. The “Yard 
Chef” retails for approximately $15.00. 
With each is included a recipe booklet 
and Jong handle fork. Union Steel 
Products Co., Albion, Mich. 
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Gibson Electric Range 


Model ER-391-RA, equipped with a 
built-in automatic timer, new style 
chrome lamp, automatic oven light, re- 


A PAINT FOR 
REAL BEAUTY 





lists at 


cessed eye-angle switch panel, 
$139.95. 
backguard of this model. 
is recessed into front of range. 


Timer is built into slanting 
Switch panel 
Oven 
—— A tA get. ——— thermostat has pilot light. Oven is 16 
For all interior and exterior surfaces. % pt. by 16 by 20 in. Two elements in oven. 
> ae oe 2600 watts for baking and 3000 watts 
2 SOMETHING FOR TINTING for broiling. Has extra size broiler pan 
COLORS OR ENAMELS and grip. In bottom of oven is a 
“Sanitray” to catch spill overs. Choice 
“Chromalox or TK 5-heat sur- 
face elements. Has 1200 watt deep well 
cooker. Electric Refrigerator 
Corp., Greenville, Mich. 





of either 


Gibson 


Ejector Water System 

This ejector-type, 
system is mounted on a bracket which 
extends from the side of the tank high 
enough above the floor so that broom 


shallow well wate: 





may be passed under it. Quiet opera- 
SEL TM SUEFFIELD/ tion is achieved by rubber mounting of 
the 
PURE O/L COLORS 
All triple ground in pure linseed oil hx 
ceptional tinting strength In lithographed 
tubes (35 colors) 10¢ up. Stunning lacquered 
all-metal Display-Stock Cabinet FREE. Also 
% pt., qt. and gal. cans 


motor and pump and by rubber 


Corrugated Floor Runner 


a SOMETHING FOR Of composition material with rubber- 
REPA/RING FURNITURE like appearance. It is ribbed to give 


a non-skid surface. Runner lies flat, 





SEULEM SUBFHIELD “e¥ 


Special Sheffield formulated wood paste 


nitro-cellulose Non-explosive Waterpro af. 
Free from undue shrinking Tubes or cans 


16 other Sheffield faat-acltlera. Write for latest 
catalog 


SHEFFIELD 


BRONZE POWDER & STENCIL CO. 


CLEVELAND, OHIO 
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hose connections which are said to pre- 
vent transmission of motor and pump 
sounds to the tank where they would 
reverberate. This water system is avail- 
able in four sizes ranging from 290 to 
800 gal. per house. Each size comes com- 
pletely assembled and includes squat, 
streamlined, 42-gal. pressure tank, aspi- 
rator, foot valve, all fittings, cord and 


pump. Overall dimension, height, 344 





in.; diameter of tank, 20 in.; width 
through pump, 27 in. Fairbanks, Morse 
& Co., 600 S. Michigan Ave., Chicago, 
Ill. 


“Suntone” Furniture Catalog 


George Koch Sons, Inc., Evansville. 
Ind., has issued a catalog of its “Sun- 
tone” furniture featuring 
tables, serving stands, plant stands, and 
accessories for the porch and _ patio. 
Catalog is printed with list prices sub 
ject to a 50 per cent dealer discount so 
that it may be shown to customers. 


occasional 


handled and provides firm 
footing. Available in rolls 36 in. wide, 
and 30 ft. long. The Philip Carey Co.., 
Lockland, Cincinnati, Ohio. 


is easily 
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Weeder Display Stand 


Offered free with assortment deal, in- 
cluding 12 No. 25N_ short - handled 


V-point weeders with extra long shank, 





attractive black and yellow finish; six 
No. 40 long-handled V-point weeders 
with long steel shank and sharp, pol- 
ished blade, black and yellow finish, 45 
in. overall; six No. 70N dandelion 
puller with patented new type blade 
said to get all the root without marring 
the lawn. Total retail value of deal is 
$8.28, dealer’s cost, $5.60. C. S. Nor- 
cross & Sons, Bushnell, Ill. 


Deluxe “Barb-A-Ket” 

Has an adjustable fire basket to per- 
mit “up” or “down” adjustment to con- 
trol degree of heat desired. Refueling 





may be done from front without remov- 
ing grates. Grates made in two halves 
to permit refueling from top if desired. 
Alo has combination draft door and 
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ash receptacle. Cooking area is 164% by 
19 in., regular table height. Suggested 
retail selling price, $17.50. Detachable 
spit, extra, $2.50. S. E. Laszlo, 317 
Broadway, New York City. 


AC-DC Fence Controller 


Electro-Line Fence Co., Milwaukee, 
Wis., announces a new AC-DC 
troller operating from either a_ six- 
volt “hot shot” battery or 110-volt- 
60 cycles AC current direct from the 
high line. Model No. 4005 is said to 
combine all the advantages of a battery 
and a high-line operated fence charger. 
Maker also states that with this new 
fence charger is the easy portability of 
a battery controller, combined with the 
operation of the high-line charger, thus 


con- 





giving greater economy, greater versa 
tility, and greater convenience, one con 
troller doing the work of two.  Self- 
contained battery compartment affords 
easy portability. Has power 
motor switch to assure low current 
drain and longer battery life. Model 
No. 4005 sells for $22.50 less batteries. 


miset 


Handlebar Stem Package 

D. P. Harris Hdwe. & Mig. Co., 99 
Chambers St., New York City, is now 
packaging its “Swan Supreme” bicycle 
handlebar stem in the attractive carton, 
illustrated. 
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2114 CARROLL AVENUE 





° BELOW 


ZERO 


IS THE ACID TEST 
OF AXE QUALITY 





THAT’S WHY 
VAUGHAN’S SUB - ZERO 
AXE SELLS ON SIGHT! 


Fhe only WX 


with all these features— 
yet costs no more! 


1. An entire blade of high grade 
tool steel, selected for its cutting 
qualities. 

2. Tough Steel Head. 

3. Patented electric fusion process 

followed by a special double heat 

treatment. This process, exclusive 
with Vaughan, makes a true SUB- 

ZERO AXE. 

No finer Axe at any price. 

Custom Built for cold climates. 

Designed for chapping at tem- 

peratures as low as 50° below 

zero. 

7. It takes less strokes with a 
VAUGHAN SUB-ZERO AXE. 
The thin blade is the reason. 


8. Vaughan's exclusive new and dis- 


tinctive striped finish on the 
head. Trade Mark Reg. U. S. Pat. 
. Off. Furnished in all standard 


patterns. 


WRITE YOUR 
VAUGHAN & BUSHNELL 






JOBBER! 





MANUFACTURING COMPANY 


CHICAGO, ILL. 
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Louden Barn Hardware 
| Display 

“One Man Band”—combines six dis- 
plays into one compact unit occupying 
| only 4 sq. ft. of floor space. It displays 
| the following cross section of barn 
| hardware: name plate holder; steel cow 
stall (the arch); hay carrier; hay track 
| and hangers; catalog; stanchion; upper 
| stanchion holders; hay fork (or slings) ; 
| pulleys; water bowls; offset hinges, and 

stall and pen fittings. The Louden Ma- 





@ Customers all over the world walk into 
hardware and implement stores and ask for ; ws ‘ 
Alligator Steel Belt Lacing, or they ask for chinery Co., Fairfield, lowa. 

“metal belt lacing that can be put on with 
a hammer.” 

For thirty years belt users have been 
doing this and as a result more than 200 
million belts have been laced with Alli- 
gator. This widespread use plus advertis- 
ing in 140 trade and farm papers, 
brought about this remarkable acceptance 
for Alligator. 

Don’t let this profitable business get 
away from you because you can’t deliver 
when your next belt lacing customer walks 
in or calls up. Check your stock today and 
order from your jobber. 


FLEXIBLE STEEL LACING CO. 
4816 Lexington St., Chicago, Ill. 


Just a hammer to apply it 


















Drives straight. Compression 
grip protects belt ends. 
mooth on both faces. Em- 
beds in belt. Rocker hinge 
pin. Joint easily separated. 


Write for Handy Size Chart 


ALLIGATOR § 


AAK REG 


STE E L BEL T LACING 


sen US YOUR 









Island Fan Shop 


The Westinghouse Electric & Mfg. 
Co., Mansfield, Ohio, is offering dealers 
a window display plu; the island fan 
shop, free with order for $100 (list) of 
its fans. Oscillating fan on top can be 
kept running to add motion to the dis- 
play. Entire display can be assembled 
in less than a minute, company states. 
Consists of only three pieces. 








FOR FENCE AND 
METAL SPECIALTIES 




















Garden Tool Displays dles are extended toward the customer 

‘ “e as an invitation to pick up and experi- 

’ om ‘ To display the beauty and features of ence the smooth “feel” of the plastic. 
Hit its new “Plastichrome” garden tools, The boxes which contain the large 


The Union Fork & Hoe Co., Columbus, trowels and hand spading forks are 
equipped with two shelves, each con- 


taining three tools. The center box, 


of narrow transplanting trowels, has 
Gates, and Stewart Chain Link Wire Boxes are colored terra cotta and dark 


pe a - / all six tools on one shelf. The shelves 
ces, e able in a wise range o _ ine i ack shelves se . . 
destgns ond types to mest all sequinssate blue and lined with black shelves to set are designed to hold tools in place both 


Stewart Metal Specialties off the red plastic handles and bright for protection during shipment and to 
Window ‘Guards a “7 mirror finish of the blades. The han- maintain the neatness of the display. 
size or shape of opening, 

Wire Partitions, Sliding and 

Folding Gates, Settees, Steel a _ 
Folding Chairs, Ornamental | 

fron Bracket and Pier Lan m3 
terns, Railings, Flag Poles 

and scores of othe: oroducts 


Many dealers are making money by sending their 
inquiries to Stewart. Let us tell you about this 
plan. You make no investment whatever. Send 
for literature mentioning products in which you 
are interested. No obligation, of course. 


Ohio, is packing each half-dozen tools 

































































: RES Z AS in the special display box, illustrated. 
Stewart Iron Picket Fences and Rotrance 





1 


























THE STEWART IRON WORKS CO., INC. 
837 Stewart Block. Cincinnati, Ohie 
Fence Ruildera te America Since 1886 
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Outboard Motor Oil Package 


“Wilmix” outboard motor oil, dis- 
tributed exclusively by Motor Power 
Equipment Co., St. Paul, Minn., has a 





new package feature, a “Pour-N-Seal” 
closure, complete with pouring spout 
and tamper-proof inner seal. 


“Sipco” Hedge Trimmer 


Cuts hedge stems up to lead pencil 
size. Cuts area 14 in. wide. Said to pull 
twigs in and cut them off instead of 
pushing them away. Can be ued for 





shaping dwarf trees and large ever- 
greens. Has two handles. Suggested 
retail selling price, $37.50. Schartou 
Iron Products Co., Racine, Wis. 


Sports Booklets 


The 1941 edition of the “Famous 
Slugger Year Book” includes the batting 
records and achievements of the “famous 
Sluggers’ of 1940 with tips on batting 
and other valuable information. Pro- 
fusely illustrated. The official Softball 
Rule Book contains the latest revisions 
in softball rules for this season together 
with lots of valuable data on the game 
itself. “All You Need Know To Start 
Golf” is full of information on golf 
etiquette, champions’ records and on the 
whys and wherefores of the game. In- 
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corporated in this book is a story en- 
titled “Groove Your Swing,” written by 
Olin Dutra, former National Open and 
P.G.A. champion. Mr. Dutra gives a 
play-by-play description of how to play 
golf in this interesting article. Avail- 
able from Hillerich & Bradsby Co.. 
Louisville, Ky. 


“Centri-Jet” Calculator 

The “Centri-Jet” calculator in a few 
minutes time will enable anyone to de- 
termine the proper pump capacities and 
pressures, depth of water in well and 
quick conversion of head in feet to 
pounds pressure or vice-versa, maker 
states. Complete instructions are fur- 
nished with each “Centri-Jet” calculator. 





You can obtain one free by writing the 
Adv. Dept., Red Jacket Mfg. Co., Daven- 
port, Towa. 


File Catalog 


No. DSB-17 issued by the Grobet 
File Corp. of America, 3 Park Place, 
New York City. Shows complete line of 
small Grobet burs or cutters with %% in. 
and 3/32 in. shanks and which can be 
used with all makes of small electric 
drills and all makes of flexible shaft 
machines equipped with a hand piece 
having % or 3/32 in. capacity. Files 
come in fine cut for use on steel, and 
coarse cut for use on soft metals and 
plastics. 


Camp and Picnic Grill 

Model No. 220—legs fold snugly 
along sides. Shelves, windshield, fuel 
or food pack inside. Has carrying 
handle. Has removable ash pan, corru- 
gated fire grate, said to assure adequate 
draft under all conditions. Cooking sur- 
face is 9 by 18 in.; height set up, 16 
in.; size when folded, 10 by 18 by 6% 
in. Suggested retail selling price, $3. 
Eclipse Metal Mfg. Co., Eden, N. Y. 











PLAN OLA 


MAMAN 


PULVERITED ASPWALT 


TO HOME OWNERS... 
YOUR CUSTOMERS 


A fast selling item that's easy to use! 


For the first time an all around weather- 
proofer with a high melting point... at 
a low price (25c) ... U-Mix-It can readily 
be made into any desired consistency, 
from a heavy mastic to a waterproofing 
paint, And when they buy turpentine, 
kerosene or other solvents ... as well as 
putty knives, trowels, etc., you make extra 
sales. 

Low price of 25c makes it a proven quick 
seller. Handsome, story-telling 5 color 
display does a bang-up selling job. Dis- 
tinctive 3 color package sells on sight. 
Stores that have stocked U-Mix-It have 
broken records on re-orders. 


Stock it in |, 5, 15 and 100 Ib. units. 


¥ FOR LEAKY ROOFS 

Vv FOR CELLAR WALLS 

¥ FOR CAULKING WINDOWS 
¥ FOR WALL CRACKS 

¥ FOR CHIMNEYS 

¥ FOR LAYING LINOLEUM 

¥ FOR GARDEN WALKS 

V FOR SKYLIGHTS 

Y 101 OTHER USES 


- Y 
asy TO APPL 
e BRUSH OR 


EA 
USTROWEL 


eS 


ORDER FROM YOUR 
JOBBER 


ALLIED ASPHALT AND 
MINERAL CORPORATION 
217 Broadway New York 
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Skillet Griddle With Grill 


Serves as a cake and fritter griddle, 
potato and egg skillet, broiler, bacon 
skillet and all-purpose skillet for daily 





use. Made of pure cast iron, highly pol- 
ished inside. Two pouring lips. Retails 
at 89 cents with grill. The Griswold 
Vig. Co., Erie, Pa. 


*“Kleenseal” Fittings 


Lincoln “Kleenseal” fitting display 
assortment No. 5582 and Lincoln high 
pressure lever gun display packages are 
the latest additions to the complete line 
manufactured by the Lincoln Engineer- 
ing Co., St. Louis, Mo. Model 5582 
“Kleenseal” fitting display assortment 
includes 14 sealed cans of the 12 popu- 
lar sizes of “Kleenseal” fittings (455 in 
all), packed in an attractive display 
carton. This carton opens for use on 
the counter. Convenient compartments, 
properly identified, are provided in the 
rear of the carton for cans which have 
been opened and part of the contents 
sold. Model 5528 lever gun display 


Bs | 


KLEENSEA) 


ritr 
NGS 


a 





package includes four Model 1081 high 
pressure lever guns with 6-in. extension 
and “Linpak” nozzle. These sturdily 
built lever guns are packed in an at- 
tractive, colorful display carton. Carton 
is designed to be opened and placed on 
counter with one of the guns promi- 
nently displayed. Space for reserve 
stock is provided below the display 
panel. Model 5579 package is the same 
as Model 5578 except that it contains 
four Model 1082 lever guns having 
hydraulic coupler with 6-in. tension. 


Motorized Grindstone 
“Streamliner”—supplied with or with 
out motor, also as a foot treadle model. 
Made of tubular steel, welded through- 
out. Ohio grindstone runs on ball bear- 
ings and fixtures of company’s design. 








Has self-tightening “V”-belts. Vermil- 
ion finish. Motor is 4 hp., 110 volts, 60 
cycle a.c. Berea Abrasives, Division The 
Cleveland Quarries Co., Tiffin, Ohio. 


Toy Ball Assortment 

No. SR 4500—contains 69 fast selling 
vas-inflated toy balls and includes the 
display rack illustrated. Quantity con- 





sists of 4 doz. assorted 3-in. balls to re- 
tail at 10 cents each; 1% doz. assorted 
5-in. balls to retail at 25 cents, and \- 
doz. assorted 6-in. balls to retail at 35 
cents. Total retail value, $10.35; net 
cost, $5.20. The Seamless Rubber Co., 
New Haven, Conn. 





Kitchen Wali Box Ventilator 
New type kitchen wall box ventilator. 
Adjustable for wall thicknesses 5% in. 


to 13 in. Inside grill finished in white 





enamel. Door on outside opens by 
spring tension when ball-chain is re- 
leased. Fan starts and stops auto- 
matically with opening and closing of 
door. Wagner Electric Corp., 6400 
Plymouth Avenue, St. Louis, Mo. 


New Norge Ice Tray 


\ new and improved refrigerator ice 
cube tray has been introduced by Norge 
Division, Borg-Warner Corp., Detroit, 
Mich. High thermal-conductivity, ab- 
solute cleanliness, automatic ice-cube 


hokok nL J] 7 Me 


ejection and unusual beauty are claimed 
for the new type tray. Tray foregoes use 
of aluminum, designated as “critical” 
by the Defense Priorities Board. 


“Gardenade”’ 


Combines a kneeling pad and con 
venient rack for garden tools. Has up- 
right handles for support. Knees rest 
on -large, soft spongerubber pad. All- 
metal construction, but light in weight. 





Suggested retail selling price, $2.50. 
Fox Products Co., 4720 N. 18th St., 
Philadelphia, Pa. 
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Spring Table Broiler Drive 


This smokeless table broiler is in- 
cluded in a special combination offer 
that features a 1514 in. silver plated 





Well N’ Tree meat platter at a consumer 
saving of $4.00. This Well N’ Tree meat 
platter is manufactured and guaranteed 
by the International Silver Co. The 
platter’s retail value if sold separately 
is $6.00 but when purchased with the 
regular $9.95 smokeless table broiler, 
the special combination price is $11.95. 
Dealers participating in this sales drive 
will receive free two feature display 
pieces, two ad cards, a window sticker, 
quantity of imprinted consumer hand- 
out pieces, and mats for local newspaper 
advertising. Manning, Bowman & Co., 
Meriden, Conn. 


A.C. Electric Shaver 


Intended for use in homes where 
alternating current is available, General 
Shaver Division of Remington Rand 
Inc., Bridgeport, Conn., offers a new 
and lower priced double headed electric 
shaver called the “Remington double- 
Header,” a magnetic model to retail at 


$12.75. 
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_ $1.80, yet has all the top features—extra- 








Extra Heavy Frame 
and Back 







BLADE CAN’T 
TWIST OR BUCKLE 


in these diamond-clamp studs. Almost an inch 
of leverage maintains sure alignment. 







No. 290 
complete with 


Only \.80 


LIST 


PERMANENT, PERFECT ALIGNMENT 
NO MATTER HOW TOUGH THE JOB 


Here’s a new low-cost frame that’s engi- 









ORDER YOUR INITIAL 
STOCK NOW 


An unusual value like 
this is a sure sell-out; 
better check with your 
jobber today, or write 
us direct mentioning his 
name and address. 


neered to stand up and deliver under the 
toughest kind of service. Lists at only 


heavy 3/16” x 7/8” round-edged steel 
frame, extra heavy rigid back, pressed steel 
pistol grip handle, well nickeled and buff- 
ed throughout . . . plus stout 3/8” steel 
studs held by heavy diamond-shape clamps 
that keep any blade always in alignment 


FOR COMPLETE CUS- 
TOMER SATISFACTION, 


with frame. Adjustable for 8” to 12” | SELL BLU-MOL OR TUF- 
blades; throat depth 3 1/4”; four positive- 8: pie WITH THIS 








set edge positions. 


MILLERS FALLS COMPANY 





GREENFIELD ~~ MASSACHUSETTS 
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“We Follow Up Real Leads ments on appliances are made at 


our store as a means of building 
on Major Appliances”’ traffic and making extra antes, al- 

though not all of the paper is fi- 
nanced there. When people come 
into the store to make payments 
you become better acquainted with 
them and they will spend more 


(Continued from page 21) 





money with you.” 

In addition to its own local ad- 
vertising, the firm distributes con- 
sumer catalogs which are supplied 
by a wholesale hardware organiza- 
tion. There is a display of eight 
refrigerators, including units of 
two different makes, in the front 
of the store. In addition to this, 
there are frequent window displays 
featuring major appliances. These 
reminders have contributed largely 
to the appliance business enjoyed 
by the firm. Refrigerators are 
offered at $99.85 and up, 6 cu. ft. 
models being the best sellers. 
Ranges, in both the electric and 





bottle gas type, are excellent sell- 
Just above the range display are a variety of kitchen ers. and these are also shown in 
utensils, magazine racks and waste containers. Manufac- 
turers’ display material is used to good advantage here. 


the front of the store. 










BALL BEARING 


EASTERS 


THESE casters roll on ball bearings—roll quietly and smoothly in 
any direction. Heavy furniture can be moved easily and without 
effort. No scratched floors. No torn rugs or carpets. In fact, 
“A@eme’’ Ball Bearing Casters provide real protection for all kinds 
of floors and floor coverings. 


ROLL ’EM ON THE COUNTER 


Let your customers see how ‘“‘Aemes” glide smoothly along the 
counter. Or, roll one on the palm of your hand. All you have to 
do is to demonstrate an ‘‘Aeme’’ Caster and the sale is made. 
A sure way to increase caster sales and profits. 


THE SCHATZ MANUFACTURING Co. 
POUGHKEEPSIE, N. Y. 


Detroit Office: 2640 Book Tower @ Chicago Office: 902 S$. Wabash Ave. 


Cleveland Office: 402 Swetiand Building 
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Demented 
RDINARILY, a lunatic cannot 


be held liable in any transac- 
tions or contracts he undertakes be- 
cause in the legal view he lacks 
“contractual capacity.” He is sim- 
ply incapable of making a legally 
binding contract. 

But what of the business man who 
sells on credit or otherwise commits 
himself in a transaction with a cus- 
tomer who seems sane and sensible 
enough but who turns out to be 
demented? Must the business lose 
his money? 

“The burden,” said the Supreme 
Court of Alabama recently, “is upon 
the party attacking the transaction 
to show insanity at the very time 
of the transaction. Proof of failing 


Customer 


health does not put one on notice 
that the person with whom he deals 
in a business transaction is mentally 
incompetent. Where such person 
was transacting his business in the 
usual and ordinary way, and there 
was nothing about his conduct to 
impress upon those coming in con- 
tact with him that his mind was 
impaired, then there is no notice 
of such mental incapacity to per- 
sons dealing with him.” 

Under this sensible decision a 
business man has the right to as- 
sume that those with whom he deals 
are mentally competent unless there 
come to his attention facts and con- 
duct tending to arouse his suspicions. 





CHECK SHEET FOR APPRAISING SALES 
Presented at the Triple Mill Supply Convention 





—_—_———— 


DISTRIBUTOR'S SALES 
DISTRIE 





TO THE DISTRIBUTOR'S SALES —, ie 
- ‘ duct of ¥ 
tions to the con 
aah bale will be helpful to zane to your 
i Cc S. P 
: in the un-grading of such meeting atin 
e the attached envelope addressed pers ; 

a : c 


treated in strictest conf idence. 


















ADVANCE PLANNING: 
Was date set far eno 
full attendance? 

If not, why not? 


ugh in advance of meetin, 






YSICAL LAYOUT: 
ao of descriptive literature. - 





pl eee 
mampnent Cf GUEDLES- 000-0 oe 
veaantaen of Distributor's Property 






PERSONAL coNDUCT OF MAN 
Time of arrival at meeting 
sonal appearance.----*-" °°" senate 
pore of drinking or smoking. ---+-++77"""" 
Posture and Qignity..--2---97"""°""" 











Rt TE TTA de ela te ae Ee 
Seanaen and use of simple langusee ee 
Absence of “story telling".--++--**" 


Attitude toward Manufacturer's competitors..- 







QUALITY OF PRESENTATION BY MNSOOe 
SpAOMNNROR an 2303s 8 ese eee eoes 
Company MEME. 3 -socoseseeer er 
Sales Policy.-----:*-"°"*")° 
Protection on inquiries & 
Guarantees..------"** er. 
Advertising - Trade Journ® 

tory and Tiel 
ponte line panufactured and 
















SPECIFIC suBJECT OF THE am: 8€=—St—e.. 

Description of Product...-++-**"* 

Profit to user ~ d@istributor..---+-**"** 
Advantages over competition. AgNO 
Counter-arguments Tn cameceengeaeeaneeee 
Demonstrations, Af any.---e-er"* 
Showmanship-------""""°"""* 














GENERAL: 
Prompt and 







Offer of sales assistance 
Reactions of Distribdut 








rates "Poor" on any count, 





If representative 





r ee 
anles meeting by our repre 


If you will check anc 


Signes as ee ae i 
—_— i iia (Manufacturer's Sales Manger? 


, to arranre 
F Y 


on BY MANUFACTURER'S REPRESENTATIVE: 


nd direct orders..- 


&@ Co-operation.-------°"°"': 


Expression of gratitude..----..or77 7" ** 


or's Salesmen..------ 


WETTING RUPORT 


ntative as 
% mers and to 
men, to your customer <i 
emg {4 mail this report 


to me as Sales Manseer,. it will be 







SIGNED se “ 
please comment on reverse side. 





—— 








This is a suggested check sheet for appraising sales 
meetings presented by Roger Tewksbury, Oster Mfg. Co., 
at the Tuesday session of the American association. 
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A 40 POUND 


Uenders Scale 









with 
TWO PRECISION 


CALIBRATED 


SPRINGS 


For 
$3.30 LIST 


EXTRA CAPACITY 40— 
NOT 20 LBS. CAPACITY 
IN TWO DIAL REVO- 
LUTIONS 


EXTRA ACCURACY 
FROM TWO - 
NOT ONE - 
PRECISION 
CALIBRATED 
SPRINGS 











JOHN CHATILLON & SONS 


85 TO 93 CLIFF STREET 


NEW YORK,N.Y 


f 
Ost. i235 


SURPRISED ? 
Well, I was to | % 
discover I could 





buy those beau- 
tiful GKS Plant 
Stands and 
Decorative Ac- 
cessories | *ve 


admired in the 





leading home 


magazines  fea- 





tured at our 





hardware store. Yes, 


more and more 
progressive hardware 


jy lealers are finding it 
sx dealer ire finding 1 
PHP, profitable to feature 


Ty. . GKS Decorative 

Dw, 7s Sah Metalcraft. Send foi 

J) &£ “G9 a copy of the latest 

} catalog No. 8-R fea 

%9 turing popular items 
from this fine line. 





a Ssueaeeueeeaeeeeees% 
' ‘ 
| Kindly send your cata-@ 
' log No. 8-R # 
| ' 
2 Meine ; 
a + 
+ e 
a Address ' 
| ' 
t ' 
cn Stat .t 
' a 
’ + 
H GEORGE KOCH SONS, Inc. 
EVANSVILLE, INDIANA : 











Roper Visualizer Display—-Geo. D Roper 
Corp., Rockford, Ill., is offering dealers a 
visualizer display on burners and broilers 
This is a flasher unit which shows the flame 
as it appears on the different top burners 
and in the broiler. The entire unit is in full 
colors and is sold to dealers cat the nominal 
‘harge of $6.25 each 




















To tide Vou 


M anufacturers Offer 





FREE TRIAL ON YOUR OWN LAWN! 


Yard-Man Window Dis- 


play This attractive 

four color poster, featur 

ing the silent Yard - 

Man mower, is offered - a . . 

by the Yard-Man, In ’ PLA : WATE R Plax” Window Trim The 
jackson, Mich. It i CLEAR Lowe Brothers Co., Dayton, 
available to dealers or SUPERIOR DURAB ‘ Ohio, are offering dealers an 


attractive window streamer set 
with an opening order of Plax 
Water Clear. The material 
consists of streamers, 43 in. by 
20 in., printed in three colors 
and panel cut-outs, 151/2 in. by 
3Y¥, in., which are used in 
connection with the streamers 


requect 









Shooting Glasses Displayer 

American Optical Co. of KELVI NATO R 
Southbridge, Mass., is of loox AT THE 
fering dealers this atten 000’ 
tion - getting display a BEAUTY 
richly cclored replica of a 
shotgun shell—for showing 
two types of  shootinca 

glasses 


Kelvinator's Window Display 
Window display material fea 
turing an animated ‘Wise 
Old Owl” is offered by the 
Kelvinator Division, Nash-Kel- 
vinator Corp., Detroit, Mich 
Other spring sales campaign 
material such as banners, spe- 
cial price tags, and neon 
signs are also available 
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New Yale Counter Display—This new, attrac 
tive, and colorful display offered by the Yale 
& Towne Manufacturing Co., Stamford, Conn 
is an easel-type designed to present the 
Airline screen door closer effectively either 
on a counter or in a window display. It is 
supplied free with stock orders of one dozen 
or more of the Yale 506 closers 


For Screen and Combination Door 
































1 Sell More Goods 


r These Display Helps 






Dasco Tool Displayer—Damascus Steel 
Products Corp., Rockford, Ill., is offering 
dealers a new free display to help them 
sell and show more Dasco tools. It is 
18 in. wide, 5'/, in. deep, 8 in. high, is 
nade of wood, and finished in ivory 
enamel. The rack can be’secured from 
your jobber as a part of the No. 2000 
display assortment 


play lhis 


Control Co 


entina St 


cisco 





Gulfspray Display Stand 

This new, colorful display 
stand for showing moth 
and insect killer is offered 
by the Gulf Oil Corp 
Pittsburgh, Pa It is in 
cluded as a part of a spe 
cial merchandise 1ssort 
ment at no extra cost ft 

dealers 





pneracte wera ‘coarise 
STOPS LEAKS in any ROOF 
camy as conay semen wy sovens Ia Foster Roof Coating Display 

F A colorful window display 
card on Foster I.B.M. asphalt 
roofing products is offered to 
dealers by the Benjamin Fos- 
ter Co., 20th & Erie Ave 
Philadelphia, Pa. The display 
is approximately 22 in. wide 

and 35 in. high 
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fares son enneueinn 


Peper re 
. 


“Waterwand” 





Floor Dis- 


attractive 


compact display is a 
real ‘attention getter 
It tells the whole story, 
and sells without your 
assistance. It 
by the California Pest 


is offered 


730 Clem 
San Fran 
Cal 


(MOTHS 
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The Passing of E. I. King 
of Logan, Kansas 


~ 
EORGE B. KING 


has just wired me of the death of 
his father, E. I. King—May 15 
at his home in Logan, Kan. 

So ends a close friendship of 
over 50 years. 

When I first called on Mr. King 
he was operating a small hard- 
ware store in Logan, Kan., and | 
was a cub salesman just in my 
twenties. 

Logan is in northwestern Kan- 
sas. The country is as flat as a 
pancake. The “homesteaders” ar- 
riving in their covered wagons 
were settling on their 160 acres. 
taking a long chance on the dry 
summers and the cold, long win- 
ters. 

Logan is on the “Central 
Branch” of the Union Pacific R.R. 
The salesmen called this road a 
“streak of rust.” 


Pioneer Country 


There was plenty of fresh air. 
buffalo, grass and buffalo “wal- 
lows.” It was a virgin sod the 
pioneers turned with their “sod- 
breaking” plows. They built their 
first homes of this sod and these 
primitive houses were very com- 
fortable, both warm in winter and 
cool in summer. 

There was a well kept little hotel 
in Logan. The food was good and 
the beds were soft and clean. The 
proprietor of the hotel met the 
1.30 a.m. train with a tubular lan- 
tern. There was no bus. The time 





E. I. KING 


of the arrival and departure of the 
daily passenger train was, from a 
salesman’s standpoint, a drawback 
to Logan. If possible, I always 
spent Saturdays and Sundays in 
Logan. 

As | write these lines I can see 
Logan’s main street of those days 
on a Saturday afternoon. The 
automobile, movies and radio were 
unknown. Most of the farmers 
were too poor to own buggies o1 
spring wagons. They drove to 
town in Studebaker farm wagons. 
There was only a spring driver's 
seat. The family placed chains in 
the wagon and softened the shocks 
of travel with pillows. A_ long 
string of teams hitched to the 
hitching rails was backed by the 
brightly painted farm wagons. 
This is a sight that has passed 
away even in rural America. 

This was the early business 
background of E. I. King. The 


outlook surely was not glamorous. 


“E. 1.” was an everyday, prac- 
tical Christian. On Sundays he 
called at the hotel and took me 
along to church. He took me with 
him to call on the sick. I remem- 
ber, back of the pulpit in the 
church was a long clock with a 
pendulum in the glass case. | 
thought it must be hard for a 
preacher to compete with a clock. 
Unconsciously one watched the 
minutes ticking away over the 
preacher’s head. In gold letters 
on the glass front of the clock was 
neatly printed, “Donated by Ar- 
nold & Co.” 


A Successful Man 


I have previously written that | 
considered E. I. King one of the 
best characters I have ever’ met 
and one of the most successful 
hardware men, opportunities con- 
sidered, | have ever known. In 
this small town, with a population 
of 500, on the open prairie he 
built a full life for himself. Out 
of that little hardware store he 
raised a family and provided a 
comfortable living for his wife and 
children. He placed his sons in 
business, they have done well and 
now at 80 years of age he passes 
to his final reward with the affec- 
tion and respect of his family, 
friends and neighbors. 

I was transferred to Colorado. 
The state was booming. Hardware 
men were making a lot of money. 
I wrote to “E. I.” suggesting he 
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For cutting smooth- walled, flat- bottomed holes, for scalloping, 
scroll and veneer work, pattern making, for boring at angles, 
through knots and twisted grain recommend FORSTNER AUGER 
BITS to your customers. Note how a circular rim, instead of 
a center spur, guides the bit— permits operation in any direct- 
ion with the entire cutting surface at work all the time. Forstner 
Bits are made from fine tool steel, tempered to hold a keen cut- 
ting edge. They operate freely 
and will not clog with chips. In- 
clude these handy, all-purpose 
boring tools in your line for pro- 
fitable selling. Order through 
your jobber. 















Forstner Auger Bits are available in the 
following sizes: For machine boring, 
14” to 114” by sixteenths; 112” to 3 
by eighths. For hand boring, %” to 
114” by sixteenths. Sold singly or in 
sets of 9, 11 or 17 bits each. 


2 PROGRESSI 


TORRINGTON 














ANOTHER 
CHAMPION 


The Champion Handy Vise is a proved 
sales performer, a simple tool that your 
customers will readily buy and a nice 
profit builder . . . stock up today! 

















DIAMOND 


Precision Tools 


[»—_____ 
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Diamalloy Wrenches 


Made of special alloy steel.—Twice as 
strong yet a third thinner and lighter than 
standard pattern. Will fit in small places 
and withstand severest possible strain 
without damage 

Furnished chrome nickel plated with 
sides of head buffed to a high, beautiful 
lustre. Handle has soft, velvety finish— 
pleasing to hold—not slippery. 





Diamond Pliers 


Made in many patterns and finishes—slip- 
joint style—cutting pliers—needle nose 
pliers, thin and bent nose pliers, and spe- 
cial tools such as motor pump and battery 
pliers. Also striking counter displays 
holding actual pliers. 


Diamond Calk Horseshoe Co. 
4612 Grand Ave., Duluth, Minn. 

















THE CHAMPION HARDWARE COMPANY 


GENEVA, OHIO 51 Murray Street, NEW YORK, N. Y 
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Wright Standard Hard- 
ware Cloth. Wire cloth 
of countless uses, always 
carefully woven from full 
size round copper bear- 
ing steel wire Heavily 


galvanized. 


GE WRIGHT wee co 


WERCESTER + AAS SG. 














sell out and come where the “pick- 
ings” I would find 
him a location. He wrote back 
that he liked Logan, he liked Kan- 
sas, he liked the fresh air and the 
No, he was satisfied 


were easier. 


long views. 
and contented. He was getting 
along, not as fast as some, but 
always every year he was going a 
little forward. 

In recent years, he wrote me 
about the competition of — the 
“chains.” Sometimes in dry years 
the crops were poor and collec- 
tions were slow. Stove concerns 
sold direct to the farmers, but 
“E. 1.” kept plugging away. He 
kept the wolf from his door and 
he added new lines. As his sons 
grew up, in addition to his hard- 


ware store he built a garage and 


with their help sold oil, gasoline 
and auto supplies. He always be- 
lieved in giving “service.” 

E. I. King illustrated that wise 
saying of Benjamin Franklin 
“Take care of the shop and the 
shop will take care of you.” 

In his daily life he walked with 
God. He heard the plea of the un- 
fortunate. In this small town he 
lived a happy. contented and use- 
ful life. Such men are the hope. 
the backbone, and the sinews of 
this country. 

Who can point to a more com- 
plete and more successful life. He 
died full of years. His fitting obit- 
uary should be—“Well done. thou 
good and faithful servant.” 

SAUNDERS NORVELL. 


How’s the Hardware Business? 


‘Continued from page 38) 


with a “4-cent per pound mark-up on 
sisal, effective at the same time. Manila 
yacht rope was marked up 5 cents. 
¥ * * 
Bolts and nuts 


close of the first quarter, the policy of 


Since the 


leading manufacturers of carriage, ma- 
chine and lag bolts, etc., has heen to 
continue former prices only from day 
to day, with orders, if for extended de- 
livery, being accepted only subject to 
prices which might be later ruling. On 
May 10, leading companies announced 
new schedules subject to further 
change without notice. The advance on 
“base” items of carriage and machine 
bolts (diameters ‘2 inch and smaller 
by lengths 6 inches and shorter) was 
about 74% per cent. Corresponding in- 
creases on larger diameters, and on all 
bolts longer than 6 inches were named. 
Plow bolts were advanced about 10 pet 
cent, while hot pressed and cold 
punched nuts take increases similar to 
that on carriage and machine bolts. 
* * ” 

Paint brushes—-Paint brushe:< 
are higher priced and extremely scarce, 
due to the imported bristle shortage. 
The government's large demand for 
paint brushes complicates the supply 
problem still further. Deliveries of 
many staple brushes are taking as long 
as 5 to 6 months. Sales of paint lines 
have been running far ahead of last 
year—-the industry total reported dur- 
ing the first quarter being upward of 
$104,000,000 as compared to some $83, 
000,000 in the first 1940 quarter. March 
sales were about 20 per cent ahead of 
a year ago. 
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Paint Leading paint manu- 
facturers advanced prices early in May, 
approximately as follows: house paints 
and enamels, 15 cents per gal.; floor 
paints, 10 cents per gal.; barn and 
semi-gloss paints, 5 cents per gal., 
and varnish stains, 18 cents per gal. 
Increases in the cost of lead and vil 
for exterior paints and in tung oil for 
interior paints, are mentioned as affect- 
ing the advances. Cans and other con- 
tainers have also increased in price, 
and there is some talk of can shortages 
later. Aluminum paint is very scarce, 
due to the government's taking over all 
aluminum powder. 
we * me 
Tool lines Orders reaching 
' 

wholesalers for hammers and _ hatchet- 
are heavy and close to the peak of 
earlier weeks. Shortages are affecting 
shipments from manufacturers. How- 
ever, many wholesalers have been quite 
successful in keeping up their stocks 
on carpenters’ tools. Shortages are 
chiefly in machinists’, blacksmiths’ and 
engineers’ hammers, wrenches, etc. De- 
liveries of heavy tools-—picks, sledges, 
etc.—are still slow but have shown 
some improvement. To date there have 
been three advances in heavy tools, be- 
cause of the very low level from which 
mark-ups started. Axes are in very 
good demand, and supplies have not yet 
been seriously interrupted. 


. * * 


Building paper, tarred felts 
Effective June 2, Koppers will in- 
crease tarred felt prices by 8 to 10 per 
cent, and will make a slight mark-up on 
red rosin sheathings. Prices have been 


withdrawn by most producers of kraft 
reinforcing papers. Quotations will be 
subject to detailed specifications, and 
for delivery deferred 90 days or more. 
In the reinforced kraft paper field, for 
house linings, for wrapping machinery, 
etc., the difficulties of the kraft wrap- 
ping paper situation are increased by 
the scarcity and high price of jute re- 
inforcing strands. All prices for jute 
and burlaps are higher, and supplies 
uncertain because of shipping _ risks. 
This applies to Indias and all soft fibre 
twines, whose sources are in the Far 
East. Red rosin building paper is under 
heavy demand with leading mid-western 
producers unwilling to quote prices 
until ready to ship. 


* * © 


Steel production — Mandatory 
priorities for plates and shapes probably 
will be next in line in the tightening 
control over steel supplies by govern- 
ment agencies, reported The Iron Age 
in its May 22 issue. Many of the steel 
companies are no longer opposed to 
such action, since it is seen as the only 
way in which deliveries can be speeded 
up to take care of vital defense projects. 
Much of the new business that is now 
being placed with the mills is for de- 
fense requirements. With their regular 
customers the mills some time ago estab- 
lished monthly quota arrangements, but 
these are being greatly disturbed by 
the necessity of working defense orders 
into current rollings. It seems to be 
obvious that consumers who do not have 
preference ratings will be subject to 
longer delays on shipments and possible 
curtailment of their quotas. While new 
steel orders in the aggregate have been 
declining, they are still greater in vol- 
ume than shipments. Except for de- 
fense work, mills are placing restric- 
tions on orders and are turning down a 
great many. 


a8 a a 


Nickel priorities--Two impor- 
tant priority actions have been taken by 
the Office of Production Management. 
Supplies of nickel have been placed 
under strict allocation, this procedure 
supplanting the former control under 
mandatory priorities. It was announced 
that supplies of nickel flowing into 
civilian channels would be drastically 
curtailed. The other order establishes 
a percentage priority plan for “off the 
shelf” products that are essential to 
national defense. The plan will be tried 
experimentally on a group of about 500 
producers of industrial motors, cutting 
tools, portable tools, hack and band 
saws, lathe tools, files, socket screws, 
roller and silent chains and scientific 
instruments. These manufacturers will 
receive an A-10 rating, placing their 
purposes 


requirements for defense 


ahead of non-defense orders. 
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MASH HIT FOR LIGHTNING -FAST 
VACATION SELLING 














hy 
. NEW 3-waY For record-breaking sales this summer—for aaa 
“Lightweight bigger profits—stock these two immensely OFS : a The 
MPION” popular models. Both are top-notch values. CHAMPION” 
CHA Both feature stunning appearance, stepped- in any Ci ’ 
pLus up performance, sensible prices. Order w ass! 
SEN -TENN A now in time for big-volume vacation sales! 174 
; type port: SENTINEL RADIO CORPORATION ; SEN-TENNA 
This camera-ty wildfire! 2020 Ridge Ave. Dept. HA-5 Evanston, Ill. j iS Shack. 
















¢ Packed per- 





: like 
able is selling 
Amazing ” en-T er- ormer that stands out 
extra loop antenna Pp 2gainst all competition. a 


= = 
mits reception ores. oy sales-getter! 6 Tube. 
in cars, planes, "ae pc ; } 3 with tuned R-F stage 
way operation —A 7 . ‘wey peration~aC DC 
Bottery. Model 247-': _ Ottery. Stunning luggage 
. ge 


QUALITY RADIO SINCE 1920 ase. Model 262.p, 





WESTCO 


No. 65 
The finest household 


can opener ever made. 


@ Unique design 

@ Chromium pleted or ae 
die cast frame < 

@ Rotating cutter 

@ Individually pack- 





~e “Figure it out for yourself” 
, x If you can sell a builder on the extra H L u ia wi KR i a { 


sales value of Stanley “Roll-Up” Garage Doors on 


his houses — 
You'll get — THE CHAMPION VOLUME 
At least $25 added to each hard- BUILDER AT A DOLLAR. 
ware allowance. . 
ne on~ @ Ball bearing gears @ Gear shield 
Mncians thule calt entne. @ Colored moulded handles 
Houses that sell for more. @ Stainless steel floats. 
Push Stanley “Roll-Up”. It means dollars to you and Display this winning team prominently. 


easier sales to your dealers. ee 
Order today from your Distributor or Direct. 


The Stanley Works, New Britain, Conn. 
THE TURNER & SEYMOUR MFG. CO. 


si i «§ 
“$s A NJ = YF} 194 LAWTON ST. T x TORRINGTON, CONN 


Makers of the Famous Blue Line Kitchen Tools. 














TRADE MARK 
HARDWARE FOR CAREFREE poors 





World’s Standard for Half a Century CARPENTERS WOOD 


SAND’S LEVELS AND ALUMINUM 


SAN 'S-STEVENS TILE SETTERS WOOD 
SURFACE AND LINE TELL THE TRUTA ; : AND ALUMINUM 
8631 Gratiot Ave. Detroit, Mich. Meeraieiin 
sess 
i 7 ¥ Gat @) 2 {s—_— + is R| WRITE 
BUILT-IN ACCURACY” |. ae - dO) an GWE EOle 























Mitre Kits with Saws 
Big Sellers at $3°°! 


No wonder Baker MeMillen Mitre Kits take the eye of home 
craftsmen! Nowhere can they buy such a complete kit with ad 
justable angle guide and highgrade saw for only £34.00 It is 
popular, too, with model builders, frame makers and carpenters 
Order a dozen and see how fast they go Liberal dealer discounts 








The Baker-McMillen Co., 136 E. Miller Ave., Akron, O. 
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y REVOLVER 


(@)) ame 
TARGETS 


56-25 Yd. Pistol and Revolver 
$7-50 Yd. Pistol and Revolver 
$17.50 per 1000 f.o.b. Pittsburgh, Pa. 


STERLING PRESS, Inc. 


1023 Liberty Ave. Pittsburgh, Pa. 














10c 
Cards 
25¢ 
Boxes 
or Bulk 





WOOD JOINERS 


THEY PULL—CLINCH—HOLD 


The outstanding fastener for making, reovsiring 
sereens, gardes furniture, frames, ete. 


Ask Your Jobber 


SUPERIOR FASTENER CORPORATION 
5224 N. Clark St. Chicago, 1 








TROY—BEST 


File Handles 


Rigid 
Metal to 
Metal 
ae ¥ 
(Patented), assures better workmanship 
and safety to user. A favorite for over 
40 years 


TROY FILE WORKS 


Troy, Est. 1831. N. Y. 











<COBURN> 


Door Hangers 


Your grandfather 
recommended them. 





And you can, too. 
COBURN TROLLEY TRACK CO. 


4152 Harding St., Holyoke, Mass 








PERFORATED RUBBER, 
AUTO TIRE & LINK MATS 


BURTON MAT Co., BROOKLYN, N. Y. 








Positively Write 
the best for 
buys in Prices 


MORGAN 
FURNITURE 


the 


COMPANY 











STEEL BRICK HODS 


Have been used 
for years 
because of 
their strength 
and lightness. 
All steel 





22°10" 
Briek x7” deep 


Ne. 162 
Prices Will Interest 


The Cleveland Wire Spring Co. 
E. 38th St. and Hamilton Ave. 


@ @ CLEVELAND,OHIO @ @ 
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New officers of the association, left to right: M. J. Brooks, vice- 
president; P. H. Andrews, vice-president; R. B. Watson, president; 
J. H. Crowe, secretary-treasurer, and S. B. Martin, vice-president. 


Alabama Dealers Favor New 
Patman Chain Store Bill 


— TIONS calling for pas- 
_& sage of the new Patman chain 
store bill (H.R. 1) and protesting 
the action of Rural Electric Admin- 
istration in presuming to supply its 
members electrical appliances at 
wholesale were passed by the Retail 
Hardware Association of Alabama 
at the conclusion of its annual con- 
vention in Montgomery on May 
14-15. 

The essociation also passed reso- 
lutions opposing any attempt to 
repeal the fair trade law, asking 
that non-defense expenditures of 
the Federal and State governments 
be reduced and calling for resis- 
tance against unjustified price in- 
creases. 

R. B. Watson, Watson Hardwere 
Co., Flomaton, was elected presi- 
dent to succeed A. C. McGlaun of 
Jasper. P. H. Andrews, Jackson, 
M. J. Brooks, Bessemer and S. B. 
Martin. 
vice-presidents and J. 


Wetumpka. were chosen 
H. Crowe of 
Birmingham was reelected  secre- 
tary-treasurer. 

Rivers Peterson. managing di- 
rector N.R.H.A., spoke in favor of 
the new chain store bill which he 
said eliminated most of the objec- 
tions to the old bill. He added that 
the new bill merely freezes the big 
national chains at their present size 
and is in no sense a “death sentence” 
as the tax would be less than one- 
half of one per cent of their gross 
income. 

In the president’s address, A. C. 
McGlaun urged dealers to get their 
share of business of brides and 


home starters. Secretary Crowe in 
reporting on the sound finences of 
the association also cautioned dealers 
about selling below their replace- 
ment costs. 

A dealer-jobber round table con- 
ducted in “Dr. Quiz” fashion with 
Secretary Crowe as the quizzer 
proved one of the most informative 
features of the convention. In this 
feature C. C. Blackwell, Moore- 
Handley Hardware Company, Bir- 
minghem. told how his concern had 
helped 165 stores to modernize dur- 
ing the past five years in Alabama 
and adjoining States. He said his 
concern noted an increasing trend 
toward modernization among hard- 
ware dealers. A. C. Rankin, Teague 
Hardwere Co., reported his concern 
had been using radio advertising 
one to five times a day for the pasi 
eight years and found it paid. He 
recommended persistent advertising 
of nationally known brands. 

F. K. Noojin, Noojin Hardware 
Co., Huntsville. said his concern 
sent one of its staff to a 12-day 
school conducted by ezn_ electric 
pump manufacturer and as a result 
pump sales had doubled. 

Mark Lyons, Jr.. of MecGowen- 
Lyons. Mobile jobbers, said he ex- 
pected all lines to be good this year. 
He quoted from a letter from a 
manufacturer of oil burning devices 
who wrote that prices were still the 
same, but there was a_ growing 
shortage of steel products required 
in their manufacture. 

Dealers were urged to modernize 
their store fronts and windows “to 
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reflect our time and not Napoleon’s 
time” in an address by George A. C. 
Woolley, sales manager of Shap- 
leigh Hardware Co. 

“Modern Merchandising of Flash- 
lights and Batteries” was the sub- 
ject of an address by George A. 
Shipley, southern manager Ray-O- 
Vac Company. He urged dezlers to 
display flashlights in various styles 
and prices, to keep their displays 
full, and emphasized there was more 
money in batteries than flashlights 
themselves. He said chains now had 
40 to 50 per cent of this business. 

Milton J. Brooke, Bessemer dealer, 
spoke on the dealer's responsi- 
bility to the jobber. He declared 
that but for the jobber the herdware 
dealer today would be in the same 
position as the retail grocer. 

Hugh White, president of the 
Alabama Public Service Commis- 
sion, explained Alabama’s new 
motor carrier act as applicable to 
hardware dealers and Ray Crow, 


agricultural engineer of the Ten- 
nessee Coal. Iron & Railroad Com- 
pany. after showing the duPont 
sound movie “A New World Through 
Chemistry.” predicted that the South 
would become the nation’s “No. 1 
economic asset.” Walter W. Monroe 
spoke on Alabama’s new workman’s 
compensation law. 

On the first evening of the con- 
vention an “Open House” was held 
at the municipal auditorium with a 
song fest. led by A. C. Watson of 
Teague Hardware Co.. a humorous 
address by Arthur Cundy. of Bir- 
mingham, end a_ sound picture, 
“One Man Listens.” by courtesy of 
Remington Arms Company. 

On the afternoon of the second 
day of the convention a barbecue 
and rifle skeet shoot were held at 
Narrow Lane Inn as guests of the 
Montgomery Jobbers with valuable 
merchandise prizes awarded for 
those excelling in skeet. 

































































Wes Trepar 














DENISTON 
ROOFING 
NAILS 


Sell the nails your customers 
want — DENISTON TRIPLE 
LOCK LEAD SEAL DRIVE 
SCREW ROOFING NAILS. The 
lead under the head and down 
the shank plugs the hole around 
the nail with lead to form a 
weather-proof seal . . . the 
“bump” triple-locks nail, lead 
and sheet solidly together .. . 
the drive screw shank makes 
the nail turn and hold like a 
screw. Result: the roofing gives 
better service and lasts longer, 
your customers are satisfied, you 
get more business and make big- 
ger profits. Deniston Nails are 
made for all kinds of roofing. 
Available in various styles and 
lengths, in bright or galvanized 
finish or solid copper. Send for 
FREE Demonstrator blocks and 
samples of nails. 
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4856 South Western Avenue 
CHICAGO ILLINOIS 








Gibson Patented 
Gripper Clips, flex- 
ible steel, nickel 4 
plated. Small size 
hold kitchen uten- 
sils, tools, golf 
clubs, canes, ete. 
Large size brooms, 
mops, garden tools, 
etc. Retail 10¢ ea. 
on beautiful disp. 
cards, Also Robert- 

on ‘Horseshoe 
Magnet’’ Hammers. 

° GIBSON GOOD TOOLS, INC. » 

Box 26B Orange, Mass., U.S.A. 


Gibson Good Tools 




















“irs MY WIFES LIPSTICK, SHE WANTS SOME RED 
PAINT EXACTLY THIS COLOR ” 


MAY 29, 1941 











15 days- 


before date of issue 
is the closing date 
for the classified ad- 
vertising section. 


























Clansihied Opportunitien Section... 





Use this section to reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





| _Chamrihied Adwentining Rater | 





Help Wanted. Accounts Wanted 
Business Opportunities 





Sales Repr atives Wanted 
Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 

Each additional word......... .08 


Positions Wanted 
ae pe set solid, maximum, 


Bach waaitions! WIG. 6 ccccccesseces 05 
Allow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY RATES 
One inch 
Each additional inch......... 4.00 





ee FOR CONSECUTIVE INSERTIONS 

4 insertions, 5% off; 8 insertions, 10% off 

Due to the special rate, these discounts do 

not apply on Position Wamied Advertise- 
ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 





Samples of Merchandise, Literature, 
Catalogs, etc., will not be ferwarded te 
box number advertisers unless secom- 
panied by sufficient postage for remail- 
me 











HARDWARE AGE is published 
every other Thursday. Classified 
forms close 15 days previous to 
date of publication. 


—@— 
Address your correspondence and replies to 
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Classified Opportunities Dept. 
100 East 42nd St., New York City 











|__ Recounts Wanted | 








HARDWARE PERSONNEL, OUR FILES 
CONTAIN applications of several hundred experi- 
enced clerks, managers, counter men, bookkeepers | 
and stenographers for New York hardware re- | 
tailers and wholesalers. No charge to employers. | 
Just phone Wisconsin 7-1802 or write to Asso: | 
ciated Placement Bureau, 152 West 42nd Street, 
New York City | 


EXPERIENCED RELI 

HANDLING | hardware, 
sporting goods for export, 
preferably outside 


THOROUGHLY 
ABLE FXECUTIVE 
tools, kitchen utensils, 
wishes to enter new tield, 
New York Willing to go anywhere in any 
capacits Address Box E-395, care of Harpwart 
\cr, 100 F 49nd St... N. Y. City 


MANUFACTURER'S REPRESENTATIVE | 
DESIRES A LINE for the hardware trade, paint 
trade, or both, in the New England territory. | 
Have an exceptionally fine following among whole- 
salers, chains, and major dealers. Reside within | 
the territory, have an excellent sales record, and | 
can furnish best of references Address Box 
F.362, care of Harpware Ace, 100 E. 42nd St., 
N Y. City 


SALES. DIVISION, OR BRANCH MAN. 
AGER, capable producer with successful back- 
ground as Branch, District & Division Manager 
for large National Corporations. ‘Thorough knowl- 
edge of sales, organization, management, develop- 
ment of personnel, advertising and merchandising 
in wholesale, retail, industrial and jobbing fields 
with volume running from $300,000 to $2,500,000 
vearly Am fully competent to build or carry 
out sound sales, advertising and merchandising 
plans Age 42, married, one child; excellent 
health Would consider personally representing 
two or three large manufacturers selling to hard- 
ware or automotive jobbers in Middle or South- 
west Address Box E-377, care of Harpware 
Ace, 100 E. 42nd St., N. Y. City. 


OLD RELIABLE CORPORATION OFFERS 
WONDERFUL opportunity tu sideline or full 
time salesmen. Selling furniture, hardware. de 
partment stores Fast patented sellers Small 
light sample case. Positively world’s finest. Call 
on only best concerns. Best selling season now 
Address—-Dustmaster Corporation. 525 Produce 
Exchange Building, Minneapolis, Minnesota. 











MANUFACTURERS’ REPRESENTATIVES 
CALLING ON builders’ hardware and lumber 
dealers to sell line of casement and storm sash 
hardware Exclusive territory open in North 
Central, South Central, and Western States. 
Liberal commission State lines handled and 
territory covered. Address Box E-389, care of 
Harpware Ace, 100 EF. 42nd St.. N. Y. City 
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SALESMAN TO CALL ON RETAIL dealers 
in the territory of Bradford and vicinity. Repre- 
a jobbing house carrying a general line of 


senting 
hardware State age and experience Address 
P.O. Box 962, Buffalo, N. Y. 


VANUFACTURER'’S REPRESENTATIVE 
DESIRED TO SELL nationally-known line of 
builders’ hardware on commission basis. Must 
be well established with the trade. State lines 
handled and territory covered. Address Box 
E-392, care of Harpwake Ace, 100 E. 42nd St., 
N. Y. City 


SALESMEN TO SELL SHELLAC—the ideal 
side line. Sell to paint and hardware dealers. 
Good commissions Good territory still open 
Complete protection given. Give experience and 
references Address Box E-393, care of Harp- 
warr Ace, 100 E. 42nd St., N. Y. City 


SALESMEN TO SELL DEALERS- JOB 
BERS New roach control. Not a powder or 
spray Uniqne, self contained unit 
counter display Low price, long profit, Na 
tionally known. Good repeater. Side line or full 
time. Write for details giving lines carried and 
territory covered. Address Gilles Products Com 


pany, Fargo, No. Dakota 


TRAVELING SALES AGENTS WANTED! 
If you call on retailers (not jobbers) who sell 
wood preserver, termite and ¢hicken mite killers, 
or outside brown stain (cheaper than paint) you 
should be able to handle ours as a side line. See 
page 480 Hardware Age Directory It is the 
only one guaranteed by affidavit to be like that 
carbolineum recommended in Government Bulle- 
tins. Every farm a prospect. Write for details 
and territories. We will help you with your 
dealers. Address C-A Wood Preserver Company. 
6623 Delmar, St. Louis, Mo. 
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MANUFACTURERS’ REPRESENTATIVE 
WELL ESTABLISHED, NEEDS additional 
major line to sell to hardware and paint jobbers 
in Missouri and surrounding territory. Prefer 
tool or builders’ hardware line. Well acquainted 
with all trade and can give best references and 
guarantee results. Address Box E-352, care of 
Harpware Ace, 100 E. 42nd St., N. "y. City 





ESTABLISHED MANUFACTURERS’ 
AGENT WANTS SOLE representation on com- 
mission basis in Metropolitan New York, for line 
of mechanics’ tools and other hardware items. 
Intelligent, pavement-pounding personnel  well- 
known to buyers better retail, wholesale, jobber 
hardware, mill sundry outlets. Also call on 
housefurnishing, chain and department stores. 
Address Box E-390, care of Harpwarr Ace, 
190 E. 42nd St.. N. Y. Cit 











LINES WANTED WE HAVE THREE 
salesmen calling on the Pacific Coast hardware 
jobbers, who are considering adding one or two 
more lines to complete their set-up. Territory 
is covered every thirty days and offices and stock 
are maintained in Los Angeles, San Francisco 
and Seattle. Available for interview in Chicago 
week of June 9th. Address Drake Electric Works, 
Inc., 3656 Lincoln Avenue, Chicago, Illinois 
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HARDWARE FIXTURES FOR SALE 


| Duluth wall case base G ft. x 32 in. 

9 Duluth wall case base 8 ft. 4 x s in. 
Assortment hinges glass doors—slid gates 
and one with drawers and bexes for bol 


8 Pyramid ate floor space 6 ft. x ro "and 10 ft. 
x 30 in. 4/2 high 4 and 5 shelves. ‘‘Aikman’’ style 
ot aon 


Glass floor show case 26 ft. x 36 in. high x 19 in. 

in 3 sections. 

17 ft. side wall shelves—oak. 

36 ft. side wall shelves—plain. 

~*~ — adjustable hand saw rack capacity 

6 doz 

Assortment “ot display hooks and racks for dinner- 
are and hardware. Sign writers easel. Movable 

display for garden tools. Screen rack with capacity 

some 25 sizes with cutting top fer screen and glass. 

All in good condition except reasonable wear and 

tear. Any reasonable offer acceptable for quick 

sale. Will sell either bulk or by items. 


Address 


FUHRMAN HARDWARE COMPANY 
ELMIRA, N. Y. 











HARDWARE PAINT AND SPORTING 
GOODS store for sale, located in South Eastern 
Pennsylvania City of 50,000. This is an old 
established business with a good reason for selling 
Inventory about $15,000. Reply to Box E-388, 
care of Harpware Ace, 100 E. 42nd St., N. Y 
City 





UNUSUAL OPPORTUNITY TO BUY 
LEADING hardware and sporting goods business 
located in East Texas County seat town of 
35,000 people and trading area of over 100,000 
Business of long standing, profitable and well 
located in modern building with modern fixtures. 
Owner has other interests. Requires $10,000. to 
handle; no trades. Apply Box E-394, care of 
Harpware Acer, 1060 E. 42nd St.. N. Y. City. 


HARDWARE AGE 
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FLOOR SANDERS— USED AND FAC- 
TORY REBUILT. One year factory ec. 
Popular makes prices at $50 to $99. 
onstration and monthly payment terms. 
The Hilger Company, 3303 C 


cooper Avenue, St 
Cloud, Minnesota. 





FOR SALE—WELL ESTABLISHED HARD- 
WARE business in the best 4500 town west 
of the Rocky Mountains. Stock and fixtures 
around $14,000. Fine location and valuable lease. 
Will sacrifice on account of age and health. Ad- 
dress Box E-391, care of Harpware Ace, 100 E 
42nd St.. N. Y. City. 





WANTED—MAN EXPERIENCED IN MOD 
ERN STORE merchandising, arrangement and 
display for opening of large store in new build 
ing. Must be experienced in hardware, house- 
furnishing, electrical supplies and plumbing sup- 
plies’ lines. Address Fallsbure Paint and Hard 
ware. South Fallsburg. N. Y 
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HE ADVERTISED IN THE RIGHT MEDIUM 








This man wanted to represent a good hardware 
manufacturer—he told his story in the Classified 


Opportunities Section of Hardware Age— 


A nationally known company replied to his adver- 
tisement and he secured a desirable position through 


advertising in the right medium. 


HARDWARE AGE is noted for quick results — 
try it—send your ad to— 


HARDWARE AGE 


Classified Opportunities Dept. 


100 E. 42nd Street 


New York, N. Y. 
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HAMLIN 


METAL PRODUCTS 


Headquarters for 


Shovels, Hoes and Rakes 


Send a Trial Order 


HAMLIN METAL PRODUCTS CO. 


AKRON, OHIO 














in all stvles, sizes and finishes 


bright. cement coated, galvanized 


or coppered 


smooth or barbed ... 
Special for nail machines.. . diamond. 
needle and duckbill points. 
Speetty WICK WIRE and test the 
K 











difference in driving performance. j 


WICKWIRE BROT 


CORTLAN DO>:N EC W 








Changing Your Address? 


If you are, please send your new address 
to the CIRCULATION DEPARTMENT 


at least 3 weeks before you move. 


HARDWARE AGE 


100 East 42nd Street New York. N. Y. 











Genuin° NOMES 2° SILENCE 
SLIDE SR. SOFTLY - SMOOTHLY 


SAVE FURNITURE 
& FLOORS-CREATE QUIET 


Rubber Cushion 


Glides 


If he is not supplied write to 


N.Y. C. 


Ask your Jobber 


DOMES of SILENCE, Inc., 35 Pearl St., 
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The Dash (—) Indicates that the Advertisement Oces Net Appear te This issue 


A 
Acme Shear Co 
Acme Steel Company 
Aladdin Industries, Inc. 
Allen Mfg. Co., W. D 
Allied Asphalt & Mineral Co. 
Aluminum Goods Mfg. Co 
American Cabinet Hardware Corp. 


American Chain & Cable Co., 


Inc 
American Chain Div. 
American Chemical Paint Co 
American Fork & Hoe Co., The 
American Mfg. Co. 
American Shearer Mfg. Co. 
American Steel & Wire Co. 
American Textile Prods. Co. 
American Thermometer Co. 
American Thermos Bottle Co., The 
American Turpentine Farmers As- 
soc., Cooperative 
Ames Baldwin Wyoming Co. 
Animal Trap Co. of America 
Arbogast, Fred 
Arcade Mfg. Co. 
Archer-Daniels Midland Co. 
Armstrong-Bray & Co. 
Armstrong Bros. Tool Co. 
Arvey Corp. 
Atkins & Co., E. C 
Atlas Asbestos Co. 
Auburn Central Mfg. Co. 
Automatic Products Co. 
Autoyre Co 
~ 
Babcock Co. W. W. 
Baker-McMillen Co. 
Ballonoff Metal Products Co. 
Barr Rubber Prods., Inc. 
Barrett Co., The 
Bassick Co., The 
Behr-Manning Corp. 
Berea Abrasives 
Bethlehem Steel Co. 
Bissell Carpet Sweeper Co. 
Blaisdell Pencil Co. 
Bommer Spring Hinge Co. 
Bond Electric Corp. 
Boston Woven Hose & Rubber Co 
Boyle Co., A. S. (Plastic Wood) 
Boyle Co., A. S. (Three-In-One Oil 
Div 
Brigas & Stratton Corp. 
Brooks & Sons, M. S. 
Brown Corp., W. R. 
Brown & Sharpe Mfg. Co. 
Brown Fence & Mfg. Co., H. L. 
Brush-Nu Co. 
Bug-A-Boo 
Builders’ Hdwe. Textbook 
Burton Mat Co. 


Cc 
Calbar Paint & Varnish Co. 
California Spray-Chemical Co. 
Capewell Mfg. Co. 
Carborundum Co., The 
Carey Co., The Philip 
Carneaie-Illinois Steel Corp. 
Carrollton Metal Products Co. 
Carter Prods. Co. 
Chdmpion Hardware Co., The 
Chatillon & Sons, John 
Cheney Hammer Corp., Henry 
Chicago Lock Co 
Chicago Roller Skate Co. 
Chicago Spring Hinge Co. 
Chicago Wheel & Mfg. Co. 
Clark Mfg. Co., J. L. 
Clarke Sanding Machine Co. 
Clayton & Lambert Mfg. Co 
Clemson Bros., Inc. 
Cleveland Chain & Mfg am i 
Cleveland Wire Spring Co., The 
Clopay Corp. 
Coburn Trolley Track Co. 
Coleman Lamo & Stove Co 
Collins Co., The 
Collins & Co., George F. 
Colson Coro., The 
Columbia Steel Co. 
Columbian Rope Co. 
Columbian Vise & Mfa. Co. 
Connecticut Valley Mfg. Co. 
Continental Motors Corp. 
Continental Screen Co. 
Continental Steel Corp. 
Cook Co., H. C.. The 
Crab Grass Eliminator 
Crescent Tool Co. 
Cross & Co., W. W 
Curran Corp 
Cyclone Fence Co. 


D 
Dazey Churn & Mfg. Co 
Deming Co., The 
Deniston Co., The 
DeWitt Operated Hotels 
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Diamond Calk Horseshoe Co 
Dicks-Pontius Co., The 

Dickson Weatherproof Nail Co 
Dietz Co., 

Disston & pln Inc., Henry 
Dixon Crucible Co., Joseph 
Domes of Silence, Inc. 
Draper-Maynard Co. 


du Pont de Nemours & Co., Inc., 


Thomas C 


E 
Eagle Mfg. Co. 
Eagle Rule Mfg. Co. 
Ediund Co. 
Edmont Mfg. Co. 
Elastic Tip Co., The 
Electro-Line Fence Co. 
Embury Mfg. Co. 
Emeloid Co., Inc., The 
Empire Level Mfg. Co. 
Empire Plow Co. 
Estate Stove Co 
Evans Prods. Co. 
Everedy Co., The 
Evinrude Motors 


Dunham, Inc., 


F 
Fairbanks Co., The 
Fairbanks, Morse & Co. 
Farrel-Cheek Steel Co. 
Fate-Root-Heath Co. 
Federal Tool Corp. 
Fiske Iron Works, J. W. 
Fitler Co., Edwin H. 
Fletcher, Terry Co 
Fleur-O-Lier Mfrs. 
Flexible Steel Lacing Co. 
Flint & Walling Mfg. Co., Inc. 
Florence Stove Co. 
Foley Mfg. Co. 
Frankolite Co. 

Franklin Glue Co. 
Frantz Mfg. Co. 
French & Hecht, Inc. 
Frick-Gallagher Mfg. Co. 
Frigidaire Div. 

G 
General Electric Co. 

Clocks 

Heating Devices 

Lamp Div. 

Wiring Devices 


Gibson Electric Refrigerator Corp. 


Gibson Good Tools, Inc. 

Gilbert & Bennett Mfg. Co. 
Gillette Safety Razor Co. 

Glass Coffee Brewer Corp 
Goodyear Tire & Rubber Co., Inc 
Graham Mfg. Co. 

Grand Specialties Co. 
Greenfield Tap & Die Corp. 
Greenlee Tool Co. 

Griffin Mfg. Co. 


H 


Hamlin Metal Prods. Co. 
Hanson Scale Co. 


Harris Hardware he Mfg. Co., D. P. 


Hawkins Co., 
Hazard Insulated Wire Works 
Heller & Co., 
Heller Brothers ee 
Henkel-Clauss Co. 
Hilger Co., The 
Hoffman Co., H. 
Holt Sales Co. 
Hoppe, Inc., Frank A. 
Hotel Bellevue-Stratford 
Hotel Empire 
Hotpoint Refrigerators 
Hotstream Heater Co. 
Hoyt & Worthen Tanning Corp. 
Huenefeld Co. 
Hustler Corp. 

' 


Ideal Cabinet Corp. 

Imperial Bit & Snap Co. 
Imperial Molded Prods. Corp. 
Independent Lock Co. 
Indestro Mfg. Co. 


Ingersoll Steel & Disc. Div. Borg- 


Warner Corp. 
International Harvester Co., Inc. 
International Nickel Co., Inc. 
Irwin Auger Bit Co., The 

J 


Jackson Mfg. Co 
Jacobsen Mfg. Co. 
Jacuzzi Bros. 
Jennings Mfg. Co., The Russell 
Justrite Mfg. Co. 
K 
Kawneer Mfg. Co 
Kees Mfg. Co., F. D 
Kester Solder Co. 
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The Dach (—+ Indlestes that the Advertisement Does Net Ancear ia This Issue 


Keuffel & Esser Co. 31 | Reynolds Wire Co. 

Keystone Steel & Wire Co. — | Rochester Sash Balance Co., Inc. 

Klein & Sons, Mathias 55 | Rogers Isinglass & Glue Co. 
Koch Sons, Inc., George 71 | Rose Mfg. Co., Frank 

Ruby Chemical Co. 

Russell, Burdsall & Ward Bolt & 
Nut Co. 

Ryerson & Son, Inc., Jos. T. 


s 
St. Charles Mfg. Co. 
Samson Cordage Works 
Sand's Level & Tool Co. 
Sandvik Saw & Tool Corp. 
Savage Arms Corp. 
Schalk Chemical Co. 
Schatz Mfg. Co. 
Schlueter Mfg. Co. 
Schollhorn Co., The Wm. 
Schrade Cutlery Co. 


t 
Lamson & Sessions Co. 
Landers, Frary & Clark 
Le Page's, Inc. 
Libbey-Owens-Ford Glass Co. 
Lincoln Engineering Co. - 
Lincoln-Schlueter Floor Machinery 


Co. eS a hae 
Lindsay Light & Chemical Co. 
Locke Stove Co. 

Lockwood Hdwe. Mfg. Co. 
Louden Machinery Co. 
Lowe Bros. Co., The 
Lucas & Co., Inc., John 
Lufkin Rule Co., The , . 
Luther Grinder & Tool Co. Seiberlina Latex Prods. Co. 
Sentinel Radio Corp. 

| Sewerage Commission, The 
McCormick Sales Co., Inc. Shaoleiah Hardware Co. 
McGill Metal Prods. Co. Sheffield Bronze Powder & Sten- 
McGuire Co., George W. cil Co. 
McKinney Mfq. Co. Shelby Cycle Co. 
Macklanburg-Duncan Co. Shelby Spring Hinge Cr 
Magor Car Corp. Shermen Mfa. Co., H. B. 
Marble Arms & Mfg. Co. Silent-Sioux Oil Burner Corp. 
Marlin Firearms Co. Silex Co. The 
Master Lock Co. Silver Lake Co. 
Master Rule Mfg. Co., Inc. Simond: Saw *% Steel Co. 
Masters Planter Co. sédea Skuttle Sales Co. 
Mayes Bros. Tool Mfg. Co. Smith, Inc., Landon P. 
Maze Co., W. H. Ka Smith & Son, Inc.. Seymour 
Mechling Bros. Smith & Corona Typewriters, Inc., 
Merchandise Mart, The L. C. 
Metal Industries, Inc. Soconv-Vacuum Oil Co., Inc. 
Metal Textile Corp. Southington Hdwe. Mfg. Company 
Miami Cabinet Div. Soarks-Withinaton Co. 
Milcor Steel Co. Sneedway Mfg. Co. 


—w 


CPRESLAP ETE 


Miller, Inc., Robert E. 82 | Stampit Corp. 
Millers Falls Co. 69 | Standard Fence Co. 
Milwaukee Lace Paper Co. — | Stanley Tools 


Milwaukee Stamping Co. — | Stanley Works, The 
Moore Push-Pin Co. —| Stearns & Co., E. C. 
Morse Twist Drill & Machine Co —| Sterling Press, Inc. 
Murray Ohio Mfg. Co. nee —| Stevens Arms Co.. J. 
Myers & Bro. Co., The F. E. 4| Stewart Iron Works Co. 
Superior Door Catch Co. 
“ Superior Fastener Corp. 
Nash-Kelvinator Corp. (Kelvinator Swartzbaugh Mfg. Co., The 


Div.) _ T 
National Brass Co. - 
National Carbon Co. —| Tate Co., E. H. : 
National Cash Register Co. — | Tovlor Instrument Companies 
National Enameling & Stamping Tennessee Coal, Iron & Railroad 
Co. F sh Co 
Notional Mfg. Co. 7 Thompson & Son Co., Henry G. 


Three-in-One Oil 

Tobacco By-Products & Chemical 
Corp. 

Toro Mfq. Co. 

Townsend, B. W. 

Trico Fuse Mfg. Co. 

Triplex Screw Co., The 

Troy File Works 

Tucker Duck & Rubber Co. 
Turner, Day & Woolworth Han- 
dle Co. 


National Pressure Cooker Co 
National Screen Co. 
National Screw & Mfa. Co. 
New York Houseware Mfrs. Assoc., 
Inc. 
Ney Mfg. Co., The 
Nicholson File Co. 
Norcross & Sons, C. S. 
Norge Div. 
Norlund Co., Inc., O. A 
North Bros. Mfg. Co. 
North pert Press, The Turner & Seymour Mfg. Co. 
Norton Door Closer Co U 
Oo Union Fork & Hoe Co., The 
Union Hardware Co. 
Union Steel Prods. Co. 
Upson Bros., Inc. 
P U. S. Plywood Co. 
U. S. Steel Corp. 
Utica Drop Forge & Tool Corp. 
Vv 
Vaughan & Bushnell Mfq. Co. 
Vaughan Novelty Mfg. Co., Inc. 
Victor Electric Prods.. Inc. 
Viking Air Conditioning Corp. 
Vita-Var Corp. 
Vichek Tool Co., The 
w 


Waaner Mfg. Co. 
Wall Rope Works, Inc. 
| Waring Corp. 

| Warner Mfg. Co. 
Warren Tool Corp. 
Western Cartridge Co. 
Westfield Mfg. Co. 


1] 
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Okonite Co., The 
Oxford Tool Co. 


Page Seed Co. 

Paine Company, The 
Pal Blade Co. 

Patent Novelty Co. 
Pecora Paint Co. 
Pelouze Mfg. Co. 
Perfection Stove Co. 
Peters Cartridge Div. 
Petersen Mfq. Co. 
Pioneer Rubber Co 
Pittsburgh Plate Glass Co 
Pittsburgh Steel Co. 
Plymouth Cordage Co. 
Premax Products 
Prime Mfg. Co. 
Proaressive Mfg. Co. 
Puritan Cordage Mills 
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R : Westinghouse Electric & Mfg. Co. 

Railway Express Agency (Air Ex- White Mountain Freezer Co., Inc. 

press Div.) — | Whitney Carriage Co., F. A. 
Raybestos-Manhattan, Inc. (Indus- Wickwire Brothers, Inc 

trial Sales Div.) 53 | Winchester Repeating Arms Co. 
Raybestos-Manhattan, Inc. (Ray- Windsor Wax Co. 

bestos Div.) — | Woodruff & Sons. Inc., F. H. 
Ray-O-Vac Co. 33 | Wooster Brush Co. 
Red Jacket Mfg. Co. — | Wright Steel & Wire Co., G. F. 
Remington Arms Co., Inc. 25 
Republic Brass Co. —- Y 
Republic Steel Corp. —| Yale & Towne Mfg. Co., The 
Richards-Wilcox Mfg. Co — | Youngstown Pressed Steel Div. 


MAY 29, 1941 
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Plain and Mushroom Bumpers — Suction Rubbers 
Rubber Head Nails Toilet Seat Bumpers 
Crutch Tips 


Chair Tips 
370 ATLANTIC AVE. 
BOSTON, MASS. 


SEND FOR CATALOG 
OF COMPLETE LINE 














The world’s most modern cordage plant, where Columbian 
Rope is made,uses only controlled quality fibre which is water- 
proofed and lubricated by the exclusive Columbian process 
This is but typical of the care that is taken in every operation 
to make Columbian Rope as good as rope can be made. 


COLUMBIAN ROPE COMPANY, AUBURN, "The Cordage City” N. Y. 


MU WAUEEE WIS USA 


GASOLINE 
MOTORS 


— PREFERRED POWER FOR HUNDREDS 
OF MACHINES, TOOLS AND APPLIANCES 


Dealers know that equipment powered by Briggs & 
Stratton is easier to sell. Simple, 4-cycle, air- 
cooled design—easy, quick starting, economical, 
dependable operation make Briggs & Stratton pre- 
ferred power for every requirement—%4 to 6 HP. 


BRIGGS & STRATTON CORP., MILWAUKEE, WIS. 
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Your only source of complete, authentic, 
easy to read information on all phases of 
Builders’ Hardware. 





BUILDERS 


4 BROW weit 


apo’ 


The Official text bookof the American Soci- 


ety of Architectural Hardware Consultants. 
Society's Insignia 


If you are one of the many hardware men who have always 
wanted to know more about Builders’ Hardware—and how to make 
more profit from its sale—but could not, because of the lack of 
information on this subject—“*TAKING THE MYSTERY OUT OF 
BUILDERS’ HARDWARE?” is the book for you. 


You will get the benefits of the author’s, Adon H. Brownell, life- 
time experience in successfully selling, buying and manufacturing 
Builders’ Hardware. You will be shown how to quickly and easily 
set up a Builders’ Hardware department capable of servicing all the 
needs of your community from the average h to Is, hotel 
office buildings, churches, apartments, etc. 





You'll also be shown how to read blue prints, and to specify jobs; 
how to work with property owners, contractors and architects; how 
to use Builders’ Hardware to increase sales in your other depart- 
ments. This book will bring you all you need to know about this 
profitable, basic hardware line. 


The experienced Architectural Hardware Consultant will want this 
book for its use as a handy reference work. The beginner will want 
it as a text book to use as the only complete home study course in 
this subject ever published. 


Your clerks, too, should have this new book. They will become 
more valuable to you and more valuable to themselves by reading 
and studying it. 


= USE THE BOOK 
THE EXPERTS USE 


Everything You Need to Know 
HARDWARE About BUILDERS’ HARDWARE 


HOWARD MacCARTHY, Jr., president says: 


“It gives me great pleasure to advise you that the 








board of directors of the American 
Society of Architectural Hardware 
Consultants have unanimously voted 
to adopt Adon Brownell’s book ‘Tak. 
ing the Mystery Out of Builders’ 
Hardware’ as the official text 
book of the Society.” 





Here are some of the features and 
profitable ideas in this book thet will 
mean more dollars for you! 

220 pages—page size 8'/2 x I1'/2 inches— 

cloth bound to withstand hard usage. 

How to bring prospects into your store. 

Suggestions on making bids that will mean 
more sales and profits to you. 

How to cash in on the sale of replacements 
and "follow-up" items. 

A wealth of specific information on equip- 
ping public buildings. 

Nine comparative charts which show you how 
to match different items. 

A working Blue Print, size 25 x 11'/2 inches, 
Glossary of more than 300 Technical Build- 
ers’ Hardware Terms, Cross Reference In- 
dex, etc. 








Over 600 Illustrations, Charts and Diagrams. 





ORDER YOUR COPY NOW 


Prepare yourself for the eppertunities: «a 
thoreugh knowledge ef Builders’ Hardware 
offers you te increase your earning power. 


GOOD BUILDERS’ HARDWARE MEN ARE SCARCE. 








maAITL » wets CcQgoupPpPoan TOoDARY 


HARDWARE AGE 
100 East 42nd St., New York, N. Y. 


Please send me copies of “TAKING THE MYSTERY OUT OF BUILDERS’ HARDWARE” by Aden H. 


Brownell. 1! will pay the postman $3 each, plus a few cents postage. (Canada and Foreign Countries $3.50.) 
NAME FIRM 
ADDRESS CITY 


1) Check here if you enclose payment, in which case we pay postage. 
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STATE 


HARDWARE AGE 
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To prevent tampering, op- 
erating switch is placed in- 
side lockable case. Battery 
automatically contacts as in 


flashlight—nothing to con- 
nect. 





NEW! IT HAS EVERYTHING 
Red Dewil No. 334 DELUXE 


ELECTRIC FENCER $14:22 


Here it is—the complete fencer that 
is entirely self-contained in a single 
unit—not an extra to. buy except, 
of course, the 6 volt hot-shot battery 
and padlock. The same “see it work” 
operation of the new RED DEVIL No. 
333 plus the great convenience of 
a tamperproof, foolproof integral 
base for battery. It certainly has sell- 
on-sight value and is backed by Red 


a r- | a, 


RETAIL 








THAN EVER 


New simplified mechanism. No ro- 

tating parts. Nothing to grease or 
oil. The Improved Red Devil No. 

333 Electric Fencer is equal in T 
quality to other “standard” models 
selling for much higher prices. 
Fully Approved. Complete, ready 


to attach to battery and fencing 
> $10.95 retail. j 
ad. a ‘ws 











Devil reputation. Display it for quick 
sales to farmers, stockmen, defense 
plants and other buyers for enclo- 
sure protection, pasture rotation, etc. 

Protects up to 15 miles of single 
wire fence. High-speed gravity 
action increases battery life toa NEW 
measure of economy. Safe, high 
voltage makes it a real “shocker” 
without endangering life or limb. 


HERE ARE SOME OF THE FEATURES! 


Lightning arrester. Ammeter and button for testing battery, 
fence line, locating short-circuits, etc. Tamperproof opera- 
tion. Self contacting terminals. Timer mechanism with pre- 
graphited plunger—can’t stick. Phosphor bronze spring 
under contact point (far better than “‘pigtail’’). Sturdy fence 
clamp, handle and guard, complete connecting wires, clamp, 
etc. Not affected by temperature or weather. Needs no up- 
keep. Does not interfere with radio reception. See it at your 
Jobber—ask for dealer helps, window-counter displays, etc. 


Write for Complete Details 
LANDON P. SMITH, Inc. Irvington, New Jersey 


Makers of Red we em cutters; glass, paint and woodworking tools, 
pain diti et 


's, floor sanders, etc. 
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CONTROL 
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Getting down to brass tacks, the big difference between ordinary refrigerators and 
Westinghouse is the place where cold is controlled. The froster is the cold control 
room of other refrigerators, but Westinghouse controls cold from the food compartment 
and in actual degrees Fahrenheit. A single turn of the dial gives users steady cold 
where food is kept. That's where the woman needs and wants dependable cold. And 
it's steady, balanced cold no matter how hot or chilly the kitchen gets. Women appre- 
ciate this difference; it gives them correct cold and humidity for milk, meat, vege- 


tables, frozen foods and leftovers. Only Westinghouse has True-Temp Control. Only 






Westinghouse controls cold in actual degrees Fahrenheit. ANS y 
° 
ond 


WESTINGHOUSE ELECTRIC & MANUFACTURING COMPANY, MANSFIELD, OHIO 3 
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